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Sparks 


Saving the Sons 
Soap Boxes to— 


Napoleonic Coaches 
Nash Is Elated 


-—ser- 
By 


Chris Sinsabaugh 


HICAGO — After witnessing 

Chevrolet’s soap box derby at 
Dayton last Sunday and _ the 
awarding of the Fisher Body 
Craftsmen’s Guild scholarships at 
Chicago Wednesday night, this 
commentator cannot help but 
feel that through two of its im- 
portant units, General Motors is 
doing more to teach the youth of 
America how to use their hands 
and brains than any other cor- 
poration in the world. Chevrolet 
reaches the boys from 6 to 15 
and Fisher Body the older youth. 
Chevrolet starts ’em building 
something, crude perhaps as com- 
pared with miniature coaches; 
Fisher Body develops craftsman- 
ship and makes ’em skilled in the 
use of tools. Combined, the two 
stand without parallel in this 
good old world of ours. As some- 
one said over here, keep the boys 
busy this way and they certainly 
are not going to develop into 
Dillingers. 

” >” - 

TAKE THE SOAP BOX derby. 
It’s new this year as a national 
event. Last year this sort of 
competition was confined to Day- 
ton kids, brought together by 
Myron Scott, a photographer on 
the staff of the Dayton News. He 
got the bright idea of making it 
national and through Varley 
Young of Campbell-Ewald’s pub- 
licity staff, who handles Chevro- 
let, the idea was sprung on Bill 
Holler and his colleagues. As a 
result, Chevrolet decided it would 
sponsor the championship event. 
It did, and how! 

Thirty-four big daily news- 
papers scattered throughout the 
country played ball with Chevro- 
let by running city champion- 
ships and then the 34 winners of 
these preliminaries, each a cham- 
pion, were brought together at 
Dayton for the final. The winner 
was Robert Turner, aged 11, from 
Muncie, Ind. Winner of the 
Kettering cup for the best de- 
signed car and also winner of the 
Rickenbacker trophy for the fast- 
est heat was Jack Fusternberg, 
aged 15, of Omaha. The final was 
a handicap event in which Fus- 
ternberg was scratch man and 
unable to catch young Turner. 

* * + 

THAT IN A nutshell tells the 
news of the running of the soap 
box derby but to me it looks as 
if Chevrolet only has scratched 
the surface. In this event it 
brought together 10,000 boy con- 
testants in the 34 different cities 
and it is estimated that more 
than 1,000,000 spectators watched 
these coasting matches. 

As I visualize the future, I can 
see next year at least 150 daily 
papers co-operating with Chevro- 
let in the running of city cham- 
pionships. It wouldn’t surprise 
me a bit if the event is inter- 
national in character, with boys 
from Canada and perhaps 
Europe competing. There are 


rough spots to be smoothed out 
(Continued on Page 9, Col. 4) 





Faulkner Heads Auburn 





Truck Retail 
Code Nearing 
Completion 


Vesper Reports Accord 
After Meeting With 
Truck Makers 


Detroit, Aug. 24.— Further 
progress in developing the long 
delayed supplement to the Motor 
Vehicle Retailing Code which 
will bring commercial car and 
truck dealers under the general 
terms of that code, was an- 
nounced here today following a 
meeting of the National Control 
Committee with the Motor Truck 
Committee of the Automobile 
Manufacturers Assn. While the 
committees were reluctant to 
make any detailed statement as 
to what transpired at the meet- 
ing, it was generally admitted 





(Continued on Page 6, Col. 3) 


Auburn’s Mentor 





R. H. Faulkner, who returned to 
his old post as president of the 
Auburn Automobile Co. this week 





Car Dealer Prime Factor 


In Truck Merchandising 


Detroit, Aug. 24.—That the pas- 
senger car dealer is rapidly be- 
coming a factor of prime impor- 
tance in the sale of commercial 
cars and trucks is readily re- 
vealed in a study of commercial 
car and truck registrations for 
the first six months of 1934. Dur- 
ing the entire year of 1933 pas- 
senger car dealers in the United 
States sold a total of 214, 280 
commercial cars and trucks. This 
accounted for 88 per cent of the 
total. 

In the first six months of 1934 
passenger car dealers sold 175,862 
new commercial cars and trucks 
accounting for 90.3 per cent of 
the total. During the entire year 
of 1933, it is interesting to note, 
80 per cent of the trucks sold, or 
197,118 units, were sold exclu- 
sively through passenger car 
dealers handling only the vehicles 
of their own manufacturing com- 
pany. During the first six months 
of this year this group of dual 
dealers handling only one make 
of cars and trucks accounted for 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today 


1934 Make 1933 


1—342,454 Ford 160,915— 2 
2—316,807 Chev, 272,765— 1 
3—187,873 Ply. 123,567— 3 
4— 56,821 Ddge. 42,386— 5 
5— 48,046 Pont. 51,499— 4 
6— 41,297 Olds. 21,112— 8 
7— 38,256 Hud. 21,288— 7 
8— 36,642 Buick 28,854— 6 
9— 26,538 Stude. 20,356— 9 
10— 15,376 Chrys. 15,607—10 
Total All Makes 
1,164,675 $19,496 


See complete cumulative 
year to date totals on 
page 10, this issue. 











85.25 per cent of the total sales. 


That passenger car dealers 
have been doing an aggressive 
selling job in the truck field is 
indicated by the fact that during 
the entire year of 1933 manufac- 
turers using passenger car deal- 
ers, branch houses and _ direct 
fleet sales accounted for 17.5 per 


(Continued on Page 8, Col. 5) 


|Beal Made Vice-President 
Of Cord; Ames Advanced 


Chicago, Aug. 24.—Considerable significance is at- 
tached to the announcement today by L. B. Manning, ex- 
ecutive vice-president of the Cord Corp. that Roy H. 
Faulkner has been named president of the Auburn Auto- 


mobile Co. 


The new president was formerly associated 


with Auburn from 1923 to 1931, as sales manager, vice- 


president and president successively. 
——® Faulkner is looked upon as one 





NACC Now 
AMA; Policy 
Is Unchanged 


Macauley Is President; 
Code Question Held 
For Discussion 
Detroit, Aug. 24.—Alvan Ma- 


cauley, president of the Packard 
Motor Car Co., has been elected 


to his fifth term as president of | 


the Automobile Manufacturers’ 
Assn., which is the new name of 
the National Automobile Cham- 
ber of Commerce. The election 
took place at the annual meeting 
of the NACC Wednesday. 
Other officers elected were first 
vice president, Alfred H. Sawyne, 
(General Motors); vice president, 
passenger car division, Chas. W. 
Nash; vice president, commercia’ 


car division, A. J. Brosseau 
(Mack); secretary, Byron C. Foy; 
treasurer, Fred J. Haynes, De- 


(Continued on Page 8, Col. 1) 





Dealers Blow Hot and Cold 
On Code and Enforcement 


Detroit, Aug. 24.—Code enforcement or not enforce- 
ment apparently is a hot subject with dealers generally. 
The response to ADN invitation to dealers to air their 
views in these columns has been most gratifying. This 


is your Code. 


Write today to Automotive Daily News. 


Your views in regard to it are important. 


Tell us what 


you think. The following letters express the viewpoint 


of your contemporaries. 
By D. G. HIGGINS, Mer. 
Jones Motor Co., 
Leaksville, N. C. 

In a recent issue of your paper 
you stated that you would like 
to hear from dealers in all parts 
of the country as to what they 
think of the Code and the pres- 
ent enforcement. 

As to what we think of the 
Code: It is in our opinion, the 
very best think that has ever 
been offered the Automobile Re- 
tail organization, provided some 
machinery could be set up where- 
by the same could be enforced. 

It is strange to us why the 
Dealers’ Organization will literal- 
ly murder the thing that would 
be the greatest help possible to 
them in their operation. 

As to the present enforcement: 
We are sorry to say that, ap- 

(Continued on Page 16, Col. 1) 





What is yours? 


The Top Ten 


Commercial Cars 


In Commercial Registrations 
Six Months Plus 38 States 
July 


1934 Make 
1—87,408 Chev. 
2—70,693 Ford 
38—25,143 Dodge 
4—17,122 Int’l. 
5— 5,173 G.M.C. 
6— 3,175 Dia. T. 
I— 3,033 Reo 
8— 2,546 White 
9— 1,129 Mack 

10— 1,114 Federal 
Total All Makes 
221,917 115,884 
See complete six months 
figures by makes and states 
on page 21, this issue. 


1933 
51,420— 
29,653— 

7,312— 
12,385— 
3,388 — 
2,018— 


of the most dynamic executives 
in the industry. Upon leaving 
Auburn he be- 
came associated 
with the Stude- 
baker Corp. and 
later with 
Pierce-Arrow as 
vice-president in 
charge of sales. 

In addition to 
the appointment 
of Faulkner, W. 
H. Beal, who 
has risen from 
the ranks in the 
Cord Corp., has 
been named vice-president of the 
Cord Corp. whére-Se will serve 
as assistant to L. B. Manning. 
He wili make his headquarters 
in offices located in Chicago. 

H. T. Ames, president of the 
Duesenberg unit of the Cord 
Corp. in Indianapolis, has been 
named vice-president of the Au- 
burn Automobile Co. 

These changes in the executive 
staff of the Cord group are con- 
sidered as presaging greatly in- 
creased activity in the immediate 
future. 





W. H. Beal 


Daal $51, 000 


In Prizes For 
Guild Contest 


Chicago, Aug. 24.—Gathered in 
a picturesque mediaeval setting 
in the grand ball room of the 
Stevens hotel Wednesday night, 
24 boys and youths ranging from 
12 to 20 years in age got the su- 
preme thrill of their young lives 
at being acclaimed winners in 
the fourth annual contest of the 
Fisher Body Craftsman’s Guild. 
With their victory in the inter- 
national competition went shares 
in the award of 24 collegiate 
scholarships worth $51,000. 


The event, which now has be- 
come a tradition in the automo- 
tive industry and national life, 
drew an impressive gathering of 
some 200, including leaders of 
youthful development and some 
of the most noted technicians of 
the two countries represented. 


Participating in the evening’s 
festivities, in addition to this 
year’s winners and the alumni 
of the Guild, were W. A. Fisher, 
president of the Fisher Body 
Craftsman’s Guild; R. S. Me- 
Laughlin, president of the Cana- 
dian section; W. S. McLean, sec- 
retary of the Guild; Edwin C. 
Hill, famed news commentator, 
who officiated as master of cere- 
monies over an_ international 
radio hookup, and Albert Fis- 
cher, president of the Guild 


(Continued on Page 3, Col. 4) 
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Battle for 36-Hour Week 
And No Exemptions Looms 


By WILLIAM ULLMAN 


Aug. 24.—An embattled Union Labor 
leadership awaits the expiration date of the Automobile 
Manufacturers’ Trade Code in a mood that promises to 
revive to some extent the spirited controversy that pre- 
ceded the Code’s formal approval last August. 
how far Labor will get with its projected program of 
Code modification is a matter of speculation, much of 


which tends to the opinion that it will not get very far. 
The chief target of Union at-® 


Washington, 


tack in the existing Code is the | 
merit clause. Ever since the Au- 
tomobile Makers Code was 
drawn, this provision has con- | 


stituted a thorn in the flesh of | 
the A. F. of L. generalship. Even ||| 


though its effects have been re- | 
garded as negligible by all un- 


biased observers, the existence of | ]| 


the clause in the Code has been | 


anathema to the Union chiefs as | 


a symbol of frustration in their 
broad Code strategy. 
It is not the merit clause alone, | 
however, for which the A. F. of 
L. is gunning as the Code ex- | 
piration date approaches. 

They will seek, too, to have the 
hour provisions modified to pro- 
vide for a flat 36-hour week with 
no averaging allowed. Moreover, 
with respect to maximum hours 
and minimum pay rates, they 
will urge an amendment provid- 
ing for over-time pay with re- 
spect to any concession that may | 
be made in the case of skilled 
worker groups who may be al- 
lowed to work beyond the speci- 
fied maximum hours. 

Date for the Code hearing has 
not been set. The original sched- 
uling of the session for Aug. 27, 
which 'oter was cancelled, was 


iv Tahn- 





pecreu oe 
tween officials o1 

bile Manufacturers’ Assn. and aa- 
ministration leaders. 

The motor car manufacturers 
are credited in many quarters 
here with having taken an ex- 
tremely strong position with ref- 
erence to retention of the merit 
clause in their statement from 


base 
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Rahor Set For Fighto on Merit Clause in Motor Code 


But just 


Challenge Validity i 
Of Kentucky Law 


Louisville, Ky., Aug. 24.— 
Challenging validity of the 
new State law requiring 
payment in Kentucky of a 
tax of three per cent on 
purchase of automobiles in 
another State, John W. 
Chenault jr., president of a 
Louisville motor sales firm, 
Aug. 13, filed suit in Circuit 
Court seeking to retrain 
County Clerk Grieb from 
collecting $20.04 from him 
and to force Grieb to issue 
him a Kentucky car license. 

The suit set out that 
Chenault on July 18 pur- 
chased a car in Jefferson- 
ville for $668 and paid $6.16 
as Indiana tax on the deal. 
He later applied for a li- 
cense and was refused for 
failure to pay the Ken- 
tucky sales tax. 


Detroit that collective bargaining 
was not an issue. They supported 
this stand with the explanation 
the President’s special Au- 
obile Labor Board had ob- 





ed controversy on the subject. 


entiment here inclines to the 

vy that Labor is likely to be 
.ore successful with respect to 
u..aining the flat 36-hour week 
than in the matter of upsetting 
the merit clause. The reduction 
this week in the hours specified 
in the Textile Code is looked 
upon as a possible harbinger of 
a similar concession as it applies 
to automobile factory workers. 


More Space Required For 


Canadian Automotive Show 


Toronto, Ont., Aug. 24 (UPTS). 
Enlarged space taken this year 
by the leading motor car manu- 
facturers at the Canadian Na- 
tional Automotive Show, to be 
held in the Million Dollar Auto- 
motive Palace, from Aug. 31 to 
Sept. 15, in this city, in con- 
junction with the Canadian Na- 
tional Exhibition, reflects the 
large increases in the Dominion’s 
automotive sales and output dur- 
ing the present year. 

Companies such as General Mo- 
tors and Ford, which last year, 
counting passenger cars and mo- 
tor trucks, each had upwards of 
a hundred models on view, and 
other major manufacturers, such 
as Chrysler, Hudson and Stude- 
baker, which place scores of cars 
on display, announce that this 
year, their showings of the 1934- 
35 models will be even larger than 


ever. Cars manufactured in 
Canada, the United States, and 
Britain will be shown, while 


Canadian, American, English and 
German trucks will be on view. 

An innovation at this year’s 
show will be the automotive ac- 
cessories exhibits staged by the 
various manufacturers on the 
lower floor of Automotive Palace. 
In other years, the accessories 
have been shown on the mez- 
zanine floor, but the accessory 
exhibits are to be so much larger 
and comprehensive this year, 


much greater space is needed. 

Practically all the motor manu- 
facturers will this year present 
continuous showings of sound- 
films depicting the various sell- 
ing points of their cars. Films 
and floor tests also will em- 
phasize this year the factors of 
safety and non-shatterable glass. 

A feature of this year’s auto- 
motive show will be that most 
of the motor car manufacturers 
are collaborating in putting on 
an exhibit of old-time cars. Gen- 
eral Motors of Canada is con- 
tributing some 20 cars to this 
exhibit. Col. Frank Chappell of 
General Motors, who is directing 
this section of the company’s ex- 
hibit, considers the outstanding 
ear on display will be the year 
1908 model Cadillac, owned from 
that year to 1912 by W. J. Math- 
ers of Toronto, and which is in 
such a remarkable condition that 
the car appears that it has just 
come from the factory. 

It only was driven a total of 
3,570 miles. This car, now owned 
by Col. Chappell, has_ glossy 
maroon paint, steering wheel on 
the right side, gear shift lever 
and emergency brake are both 
on the outside of the car, lamps 
are of the acetylene gas type, 
the engine is a four-cylinder one 
with copper water-jackets, and 
the upholstery is in excellent 
condition. 


Cidemobite Is Thirty- -seven 





The merry Oldsmobile and others of its ilk are celebrating the 37th 
birthday of the company which gave them birth. The cars shown 
above tell their own story of the company’s advance. 


Plymouth Shows Gains 
Every Week This Year 


Detroit, Aug. 24.—Every week 
since Feb. 1. Plymouth retail 
sales have exceeded those of the 
corresponding week of 1933, ac- 
cording to Harry G. Moock, gen- 
eral sales manager of the Plym- 
outh Motor Corp. 

During January, dealers were 
not stocked with the new cars, 
Mr. Moock pointed out, but as 
soon as cars arrived, sales re- 
ports jumped in advance of those 
for the preceding year and 
stayed there. 

The greatest increase was for 
the week ending March 10, when 
more than five times as many 
Plymouths were sold as in the 
same week of last year, the gain 
being 405.3 per cent. 

For the year to date, Plymouth 
sales have increased 49.1 per 
cent, the figures show. On Aug. 
18, a total of 216,390 Plymouths 
had been sold as compared with 
145,099 at the same time last year. 


Plymouth sales this month 
continue to exceed the 1933 
figures. 


For the week ending Aug. 18, 
retail sales totaled 7,344, an in- 
crease of 4.8 per cent over the 
same week of last year, when 
7,005 cars were sold. 

A total of 7,649 cars were built 
during the week ending Aug. 18, 
an increase of 30.5 per cent over 
the previous week and 4.3 per 
cent over the same week of 1933. 

A chart showing Plymouth sales 


by weeks for 33 weeks of 1934 
and 1933 follows: 
Pet. of 
1933 1934 Gain 
Ist week 2,070 1,690 — 18.4 
2nd week 2,201 1,627 — 26.1 
3rd week 2,409 1,545 — 35.9 
ith week 2,319 2,025 12.7 
5th week 2,243 2,966 32. 2 
6th week 1,843 3,731 102.4 
7th week 1,671 1,646 178.0 
8th week 1,883 4,942 162.5 
9th week 1,971 5,078 157.6 





10th week 1,310 6,620 405.3 
llth week 1,913 7,002 266.0 
12th week 2,337 7,845 235.7 
13th week 2,805 8,378 198.7 
14th week 2,748 9,007 227.8 
15th week 3.346 7,397 121.1 
16th week 3,702 7,288 96.9 
17th week yd) 7,746 70.1 
18th week 1,690 7,106 51.5 
19th week »,439 7,675 41.1 
20th week »,793 7,315 26.3 
21st week 6,091 7,707 26.5 
22nd week 6,269 6,828 8.9 
3rd week 6,291 6,960 10.6 

2 ith week 6,794 8,745 28.7 
25th week 6,826 8,560 25.4 
26th week 7,515 9,296 23.7 
27th week 6,185 8,760 41.6 
28th week 6,673 8,859 32.8 
29th week 7,167 8,201 14.4 
30th week 6,905 7,997 15.8 
31st week 7,413 7,999 7.9 
32nd week 6,717 7,505 11.7 
33rd week 7,005 7,344 41.8 
145,099 216,390 49.1 
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fvick 34 Sales 
Top Total for 
Entire Last Year 


Flint, Mich., Aug. 24.—In the 
first seven and one-half months 
of this year the domestic dealer 
organization of the Buick Motor 
Co. has sold more new cars than 
were sold in all of 1933. In the 
same period export sales have 
outstripped those of last year in 
the ratio of four to one. 

These evidences of improve- 
ment were disclosed today by W. 
F. Hufstader, general sales man- 
ager, who announced that last 
year’s total of 43,274 domestic 
retail sales was passed during the 
second 10-day period of August. 

“Aug. 16 was the red letter 
day,” he said. “Domestic sales to 
date are 43,561, nearly 300 more 
Buicks than were sold in all of 
last year, and the combined do- 
mestic and export sales of 49,953 
exceeds the total for all of 1933 
by more than 4,500 cars.” 

Export sales to date, he said, 
are 6,392 as compared with 1,656 
in the corresponding period last 
year and with 2,052 for the en- 
tire year 1933. 


Hudson Reports 
Sales Increase 


In Past Month 


Detroit, Aug. 24. 
tor Car Co. reports 
of 6,112 Hudsons and Terraplanes 
during July. This is the largest 
total reported for any July since 
1929, and represents an increase 
of 15 per cent over retail sales 
of 5,312 cars in July 1933. These 
figures include the United States 
only. 

Retail sales for the first seven 
months of 1934, for the United 
States only, aggregated 41,509 
cars, an increase of 79 per cent, 
as compared with retail sales of 
23,160 cars for the corresponding 
period last year. 


Justice Is Named 
To Code Vacancy 


Hudson Mo- 
retail sales 





Albany, N. 'Y., Aus. 24.—At a 
recent meeting held in Syracuse 
J. Leroy Justice was appointed 


by the New York State Advisory 
Board to fill the vacancy created 
by the resignation of R. E. Cham- 
berlain. 

Justice is engaged in the auto- 
motive retail field in western New 
York state. 

The membership of the board 


as it now stands is as follows: 
L. R. Mack, Albany, chairman; 
E. N. Alling, Rochester, vice- 


chairman; L. D. Clute, Elmira; 
C. S. Forsythe, Syracuse, and J. 
M. Freed, Schenectady. 


Dodge Truck Sales Are 
Exceeding Those of °33 


Detroit, Aug. 24.—-In June, 1933, 


J. D. Burke, director of truck 
sales of Dodge Brothers Corp., 
was able to announce that the 


factory’s truck shipments for the 
first five and a half months of 
1933 were exceeding shipments 
for the entire year of 1932. 
Last week Mr. Burke made it 


known that 1934 Dodge truck 
shipments up to Aug. 20, 1934 
34,377 units—exceeded the com- 


pany’s entire 1933 shipments. 
“Encouraging as our 1934 truck 
sales record is,” commented Mr. 
Burke, “we expect the figure to 
go materially higher during the 
remainder of the year. Truck 
sales are but little influenced by 
seasonal variations in demand. It 
is not the weather or the time 


of the year that speeds up or 
hampers truck sales, but the 
changing needs of business for 
speedy transportation, and _ its 
ability to purchase it. 

“The fact that constantly in- 
creasing quantities of merchan- 
dise are being moved from fac- 
tory to wholesalers, from jobber 
to retailer, from retailer to con- 
sumer is the best indication of 
what truck merchandising has in 
store for us. 

“No business man or 
tation expert can side step the 
truth that continued operation 
of obsolete truck equipment often 
reaches a state where its ex- 
cessive cost makes the purchase 
of a new truck not an expense 
but an economy.” 


transpor- 





OOOO 








Vesper Sees Code Enforcement Dealer Problem 


Urges Real Co-operation; 


Scoffs at Rubber Crutches 


Detroit.—The following expression of opinion on op- | 
eration of the dealer code, was expressed in the Aug. 10, 
National Automobile 
Bulletin by F. W. A. Vesper 


issue of the 


ager of the N.A.D.A.: 


“It is a singular phenomenom of our national life that | 
the most independent, aggressive and capable people on | 


the earth should every once in a while adopt an | 
attitude of pathetic helplessness ® 
or acrimonious resentment in a | 

come back to that government} 


situation which is itself a direct 
challenge to their obvious ability 
to do for themselves that which 
they want accomplished. 

“The code of the motor vehicle 
retailing trade is now 
been almost constantly under at- 
tach by dealers who 


who have ample mentality and 


experience to guide them brings | 
conviction that we} 


to me the 


should have a better definition 


of what is the real meaning of | 


enforcement. 

“Obviously 
as well 
be and shall be brought to book. 
But it must be borne in mind 
that the progress of enforcement 
of any mandate of society or 


violaters of codes 


authority proceeds in exact ratio | 


to the measure of support given 
to the law by the majority of 
those affected by it. Laws do not 
enforce themselves. Laws are 
not wholly enforced by courts 
and policemen. Laws are en- 
forced only by the example and 
the consistent law-abiding de- 
termination of the majority of 
those who come under the oper- 
ation of the law. 


Patience Required 


“Can anyone say that the 
eighteenth amendment to _ the 
constitution was enforced? Can 
anyone show that the state and 


municipal laws enacted under it 
were enforced? There are other 
laws still unrepealed which also 
fail of enforcement only because 
enforcement agencies are help- 
less in the face of an uncertain 
or indifferent popular attitude to- 
wards the things such laws pre- 
scribe, 

“Can anyone say that law en- 
forcement proceeds speedily and 
positively even when there is a 
practically unanimous desire for 
it? It took all the police ma- 
chinery of the nation quite a long 
time to enforce a very well es- 
tablished and unanimously popu- 
lar law against John Dillinger. 
Others of his ilk are still at 
large. 

“So let us first have a reason- 
able amount of patience in the 
development of this single detail 
in a plan that means just as much 
to the automobile dealers of this 
country as the constitution of the 
United States means to the citi- 
zens of this nation. 

Is Dealer Job 

“Next, there is a personal re- 
sponsibility resting squarely upon 
the automombile dealership of 
America which cannot be trans- 
ferred to any other body or group 
or institution. This code put in- 
to our hands the instruments of 
our own salvation. It was pre- 
sumed that we had the necessary 
sincerity, patience, determination 
and intelligence to use these 
powers and privileges. Our state- 
ment that we desired the relief 
that this enactment gives to us 
was accepted at its face value. 
We walked up to the counter and 
asked for the thing we needed 


for the preservation of our busi- | 


ness and the free exercise of our 
constitutional rights in the con- 
duct of our business. We got it. 


“Now does it reflect credit up- | 


on us to sit back and say to a 
government over-burdened with 
other responsibilities of the 
gravest aspect—fighting for our 
entire national life in the 
ditches of effort—to 


desperate 


, president and general man- | 


and has| 


complain | 
that it is not adequately enforced. | 
This attitude on part of dealers | 


as of other laws should | 


last | 
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Dealers’ Association 


at this time and ask, ‘Why don’t | 
you enforce our code for us?’ 

“Do any of you know of last-| 
ing benefits secured by any other 
means than by the concerted ac- 


NRA Paper Reprints 
Editorial From ADN 

Washington, Aug. 24.— 
Automotive Daily News 
this week got a pat on the 
back from NRA. 

It took the form of a 
partial reprint of this pa- 
per’s editorial “Code or 
Chaos” in the recovery ad- 
ministration’s bulletin, 
Week.” 





“Highlights of the 


In reprinting that portion Pie ree-Arro Ww 
of the editorial which em- ; 
phasized the _ imperative att ‘ ‘ . 
necessity of code enforce- National Sales 
ment and obedience, the —- - 
NRA commented: Buffalo, N. Y., Aug. 24.—T. J. 


“The President signed 
the motor vehicle retailing 
trade code last October and 
most members of the trade 
have been living up to it, 
but the chiselers are prov- 
ing a disturbing element.” 


ceed R. H. Faulkner in charge of 
all sales for the 
Pierce - Arrow 
Motor Car Co., 
according to A. 
J. Chanter, 
president. 





Faulkner re- 
tion and common determination} signed to be- 
of those who are benefited? come president 
“*You must do this job for| of the Auburn 
yourselves’ is written all over the| Automobile Co. 
histories of nations and societies. O’Rourke 
Civilization has developed not by who has hoon 
the mandate of authority but by mein with 
: : ns n , 

the patient persistence of a ma-| piorce - Arrow = 3: O'Rourke 

jority. for the past 27 


Co-operation Needed 

“Here and now I want to make 
clear to the automobile dealers 
of this country that they them- 
selves can overcome practically 
all the difficulties of code en- 
forcement by getting together in | 
a spirit of co-operation. The real 
and only answer to this problem 
is frequent meetings of local 
dealers and comprehensive dis- 
cussions of local trade practices 
and conditions. Any of you who 
belong to a lodge, a luncheon 
club, a church, a board of direc- 
tors, or a civic organization can 
appreciate the fact that only out 


years is credited with being per- 
sonally acquainted with  prac- 
tically every Pierce-Arrow owner 
in the country. He has held sev- 
eral executive positions in Pierce- 
Arrow previous to his appoint- 
ment to his present post. 





Washington, Aug. 24. 


of meetings can come plans, tional ‘Recovery Administration | 
policies, acts and progress to- this week presents & survey, 
wards any given goal. based upon the August letters of 
“Let none who reads these the National City Bank and 
words think that they are writ- Crandall's Corporation Analyst, 
¢ which shows an impressive up- 


ten in a spirit of carping criti- 
cism. You have exalted me to a 
position of such responsibility 
that I tremble lest my leadership 
should be unworthy of the nobil- 
ity and high destiny of the in- 
dustry which has honored me by 
this call to service. The roots 
of my life are deep in this busi- 
ness of automobile retailing. 


turn in business for the first six 
months of 1934 as compared with 
the corresponding period of last 
year. The NRA survey reveals 
earnings, by individual corpora- 
tions and by industries, for the 
two half-yearly periods. 

For example, it is shown that 
the net profits of 250 corporations 


“But of this I must remind| 2mounted to $276,563,000 for the 
you—this trade too has an obli-| first six months of this year, 
gation and a_ responsibility. | against $86,362,000 for the same 


period last year. The percentage 
reporting deficits was 23 this year 
The net 


When we took from the hands of 
President Roosevelt the magna 





| 


charta of our industry, we| compared to 44 in 1933. 

| pledged to him our best efforts| Profits of 201 units of the group 
in the fulfillment of its guar-| Which had deficits totaling $19,- 
antees.” | 038,000 for the first quarter of 
| “The honest, honorable for-| 1933 was $242,268,000. 

ward-going dealers in America The study shows that the earn- 
| possess ample strength to en-| ings of the General Motors Corp- 
force their code. And this is a| oration for the first half of 1934 
further fact—if we cannot do it) totaled $69,587,000 against $48,- 
for ourselves there are not 068,000 last year. However, other 
enough statesmen, judges, sold-| automobile manufacturing com- 
iers, policemen, automobile manu-| panies as a whole revealed a 


deficit of $6,187,000 for the first 
| half of this year against a deficit 


facturers and otners in America 


| to do it for us.” 





24 awards totaling $51,000 were made. 


O’Rourke has been named to suc- | 





— 








Above are the four winners of Fisher Body Craftsman’s Guild Napoleonic coach competition. 
In the picture are left to right: W. S. McLean, Detroit, sec- 
retary of the Guild; Bartholomew Mandel, Detroit; R. H. Hellman, Indianapolis; F. S. Atwater, New 

Brittain, Conn.; F. F. Hines, Blacksville, W. Va., and W. A. Fisher, president of the Guild. 


O’Rourke Heads | Awards $51,000 in Prizes 


Scholarships for Skilled Craftsmen 





All told 


In Fisher Guild Contest 


(Continued from Page 1) 


alumni. All of them delivered 
talks. 

After Hill’s word picture amid 
surroundings that brought back 
the spirit of the 16th century 
Brussels Guild Square in the 
dimly lighted hall, Fisher repre- 
senting the United States and 
McLaughlin for the Dominion 
announced the awards and intro- 
duced each winner. 

Winners of the $5,000 scholar- 
ships, most coveted of the hon- 
ors, were: Franklin S. Atwater, 
New Britain, Conn.; Frank F. 
Hines, Blacksville, W. Va., and 
J. Ross Farquharson, Vancouver, 
B. C., in the senior division; Bar- 
tholomew Mandel, Detroit; Rob- 
ert H. Hellmann, Indianapolis, 
and Harold E. Rasmussen, Re- 
gina, Saskatchewan, in the junior 
division. 

The $2,000 scholarships were 
captured by R. W. Strauss, War- 
saw, Ind.; Robert Henderson, 


NRA Survey Shows Big 
Upturn Last Six Months 


The Na- | 


of $5,342,000 in 1933. Automobile 
accessory companies chalked up 
profits of $8,416,000 against a 
deficit of $465,000 last year. The 
Yellow Truck and Coach Com- 
pany showed a profit of $272,000 
compared to a deficit of $1,188,000 
in 1933, while the Caterpillar 
Tractor Company earned more 
than $2,000,000 this year against 
a deficit of more than $470,000 
last year. 

The list is decidedly impressive 
of individual companies, in many 
different industries, which either 
have gone from red to black this 
year, or have gone from black to 
blacker, or from red to a little 
less red. 

Taken on this basis it cannot 
be gainsaid that results, on the 
whole, have been at least definite- 
ly encouraging. 


Open House a Success 


Flint, Mich., Aug. 24.—Keeping 
60 guides busy, more than 15,000 
persons inspected the AC Spark 


Plug Co. plant here Aug. 22 in the 
first open house conducted in the 
26 years of the company’s history. 
Fred S. Kimmerling, president, 





stressed the fact that the object of | 


the visiting day was educational. 
Gift souvenirs of the inspection trip 
were given all participants. 


| though 


Cal.; Alan 
Collingwood, Ont.; Stuart W. 
Hitzelberger, Racine, Wis.; Dale 
Miller, Portland, Ore., and Nicho- 
las Dudkoff, Verdun, Quebec. 
Sharing the $1,000 scholarships 
were Norman L. Larvzelere, Flint, 
Mich.; Bert Marvin jr., Kansas 
City, Mo.; Lawrence Dreheri 
monton, Alberta; Vhomas 
Clark jr., Marion, O.: Richard 
Jensen, Metuchen, N. J., and 
Andre Leprohon, Montreal, 
Quebec. 
Awards of 
went to Donald 
sing, Mich.; Truman _ Cottom, 
Port Arthur, Tex.; Vernon Par- 
rish, Medicine Hat, Alberta, Can.; 
Andrew Walter, Lebanon, Pa.; 
Victor De Cenzo, Detroit, and 
Jerome Lanouette, Quebec. 
During their stay in Chicago, 
the new members of the Guild 
and the alumni were royally en- 
tertained. They have returned 
to their homes to give thought 
to the question of which univer- 
sity or college they will select to 
enjoy the benefits of scholarships 
won for building the 24 best 
models of the Napoleonic coach. 


Riverside, McLean, 


Pade 


H. 


$500 scholarships 
McSorley, Lan- 


Austin Resumes 


Output Aug. 26; 


™ 7. 
See Big Demand 

Butler, Pa., Aug. 24.—American 
Austin Car Co. will resume pro- 
duction on Aug. 26, R. O. Gill, 
president, announces. Court per- 
mission has been received to 
build sufficient cars to meet 
present needs and needed capital 
has been provided by securing 
deposits on cars to be manufac- 
tured, from a corporation con- 
trolled by several leading distrib- 
utors. 

Gill states that here has been 
a consistent demand for Austin 
cars and as all dealers’ stocks 
are practically depleted, the en- 
tire run of cars contemplated will 
be immediately absorbed. While 
the new run of cars will carry 
several mechanical improvements 
there will be no major changes in 
appearances of the automobile. 

Gill made clear that the com- 
pany is not in bankruptcy al- 
it is reorganizing under 





provisions of the bankruptcy act. 
| It has not had to sell any cer- 
tificates of indebtedness. 
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us 


One sacred pledge we make our friends here and 
new. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
predjudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
dissemination of NEWS which is timely, authentic and of value. 
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WE DO OUR ParT 


Racing Without Reason 


IN the rush to be way up in front in registrations, many 

dealers throughout the country are falling back on the 
time-worn fallacy of registering a number of cars at the 
end of each month in the name of salesmen or other em- 
ployes. This silly symphony of “sales” is as meaningless 
as cheating at solitaire, and is likely to have a similar 
result. The dealer who follows this practice will fool no 
one but himself. 


That there is an advantage in being first in registra- 
tions in your city cannot be denied. But the question as 
to whether the cost of gaining this advantage through 
this form of subterfuge will not offset the gains leaves but 
one answer. It will. 


The cars so registered never leave the show rooms. 
They are later sold as new cars with the explanation to 
the customer that they have been registered, but unused, 
and the ownership will be transferred. This is a silly and 
demoralizing practice. It has reached such limits in one 
state that the administrator has ruled that only bona fide 
sales will be classed as new car registrations. The 
phonies are given a class “B” or used car rating. 


Good clean competition in industry, or any other enter- 
prise, is a fine thing. It is the life blood of progress. 
Cheating in competition is bad for the reason that it 
cheats your competitor and his customers. Since compe- 
tition implies that you are competing for your competi- 
tor’s customers you are, in a round about way, cheating 
the people whom you would like to make your customers. 
It goes further in destroying the respect of the salesman 
employed by such an organization and makes him prone 
to chisel. 


It is true that dealers who are following this idea in- 
crease their voting registrations each month and main- 
tain a high standing in the new car registration ladder. 
The net result, however, will be that the end of the year 
they will have a number of registered cars on their hands. 
Then the shoe will begin to pinch. Like Miami greyhounds, 
they will find they have been racing without reason. If 
they catch the prize it will turn out to be a stuffed rabbit. 


A Truck Retailing Code 


BASTING here in Detroit yesterday the National Con- 
trol Committee of the Motor Vehicle Retailing Code 
and the Truck Committee of the Automobile Manufac- 
turers’ Assn. are understood to have ironed out many of 
the difficulties to be met in the formulation of this 
intricate code. This is good news. As things stand now 
the most serious work still to be done is actually putting 
the code into legal form and submitting it to the NRA 
for approval. 

The quicker this work can be done, and done well, the 
better. For several months now truck dealers have been 
kept on edge by the prospect of a code with no definite 
assurance of when, or in what form, it would *come 
through. This is not said in criticism of those who have 
wrestled with the code problem. A retail truck code is 
much more difficult than a passenger car code, but is 
no less important. Every effort to hasten its progress 
we believe will be appreciated by the majority of truck 
dealers in the country. 

* * * 

While not automotive, we cannot help but observe that 

many a wise crack has resulted in a broken friendship. 


FREE 
AIR 


By Cliff Knoble 


T TAKES two to make a bar- 
gain. One sharper and one 
sucker, 
+ + + 
Silly Simile: 
lover’s promise. 
+ * a 
‘Show us a dealer who faith- 
fully followed factory advice and 
went broke? In fact, show us a 
dealer who faithfully followed 
factory advice? 
* * *” 
Competition. Two dealers spend- 
ing twice as much effort and 
money to get the same amount 
of business. 
af * + 
Daffy Definitions 
Streamline—A word that has 
been used in describing every new 
model since 1914. 
* * x 
Ah! Now we know the reason 
for the CWA. It was to keep 
that grass from growing in the 
city streets. 
a * + 


Smooth as a 


Some candidate will eventually 
be elected to office by the largest 
majority in history, on the 
strength of a three-word slogan 
—‘‘Reduce Motoring Taxes.” In- 
cidentally, the length of time 
taken to awake a candidate to 
the obviousness of such an ap- 
peal is a pretty good gauge of 
the calibre of candidates to date. 

* + + 

Capital punishment is some- 
thing a man doesn’t believe in— 
until his own spare tire is stolen. 

* * © 

Life’s Jolliest Moment! When 
the traffic officer who waved you 
to the curb politely asks you to 
buy police field day tickets—and 
you have already bought a couple. 

* 1. £ 

If motorists ever wake up to 
how insufferably they’re taxed, 
you’re likely to see a remarkable 
revival of the roller skate and 
bicycle business. 

oF * * 
TAX FAX 

In 1919 the average state regis- 
tration fees and state gasoline 
tax per motor vehicle totaled 
$8.68. In 1933 it amounted to 
$34.42. In 1935, ouch! 

+ * of 

Many a pedestrian who is agile 
enough to escape the perils of 
traffic is unable to avoid the 
consequences of his own stupidity. 

* * oo 

Correct this sentence: “If I 
were boss of this she-bang, I'd 
pay better wages, even if I went 
broke doing it.” 

oK * * 

The old boy who declares that 
automobiles ain’t built like they 
used to be, will usually be found 
to have bought his first car with- 
in the last three years, and a 
used one at that. 

* * *K 
Suggestions to Service Men: 

Don’t hint for a tip more than 
twice. Then leave the headlamps 
disconnected. Follow this up by 
mislaying the tool kit. And if 
that doesn’t wake him up, hold 
up the job until you get new 
parts from the factory—or until 
he becomes reasonable. 

Ba * of 

A hick town is a place where 
it still takes a seven-passenger 
sedan to accommodate the aver- 
age family. 

a a cg 

“The most comfortable rear 
seat ride you ever experienced.” 
—Adv.—which will be especially 
appreciated by coupe and road 
ster buyers. 





ft - 


BA} , as 


The Piece Needed to Complete the Picture 


In This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Skip Out 

The following is information which 
we believe should be communicated 
through your medium to every dealer 
in the United States. 

There is a man who evidently 
jumps from town to town, answer- 
ing advertisements for a used car 
salesman. This man showed us a 
driver’s license from Los Angeles, 
California, bearing the name he gave 
us. He is about 5 feet, 11 inches 
high, weighs about 210 pounds, wears 
glasses, has a very large and prom- 
inent nose, reddish ruddy complex- 
ion, about 40 years of age. : 

His story to secure a position is 
along the sympathetic line. He in- 
formed us his father was in the 
Philadelphia General Hospital. This 
is a hospital located in this city and 
is mostly for incurable diseases. 
His father, so he said, would be in 
the hospital indefinitely as his brain 
was affected and he wished to be 
near him. He also showed us a 
picture of a woman who he said was 
his mother and had recently passed 
away. 

This pitiful story would probably 
secure him a position as salesman 
wherever he applied. Usually on 
open air lots where there are a 
large number of used cars in stock. 
This man sold a Dodge Sedan from 
our lot, making an appointment for 
settlement -10 minutes after our 
closing hour at night; collected $325 
in cash and disappeared. 

If, through this news item, any 
dealer should learn of the where- 
abouts of this man, kindly notify 
Quaker City Motors, Chrysler- 
Plymouth Agency, 4233 Frankford 
Avenue, Philadelphia, Pennsylvania. 
—John Momsun, pres., Quacker City 
Motors, Philadelphia, Pa. 


Action 


We inclose herewith clipping from 
the Salt Lake Tribune of Aug. 15th 
issue. This is the first Court Case 
on Motor Vehicle Retailing Trade 
violation in the State of Utah, and 
we thought it would be of interest 
to you as news item. 

We appreciate very much the pub- 
licity you are giving our Code, par- 
ticularly in the editorials, during 
the past 30 days.—W. F. Ford, Com- 
missioner State Advisory Committee, 
Salt Lake City, Utah. 

The clipping follows: “Alleging 
that they have accepted automobiles 
in trade-ins at a higher price than 


allowed under the state recovery 
code, the state of Utah, through 
Calvin W. Rawlings, district at- 
torney asked for an _ injunction 
against Gus Paulos, C. A. Paulos 
and the Paulos Automobile company 
in a complaint filed Tuesday in the 
Third district court. 

“The complaint recites that the 
alleged practice is ‘in violation of 
the code of the motor vehicle retail- 
ing trade of Utah and that it con- 
stitutes an unfair trade practice 
that is interfering with the stabili- 


(Continued on Page 6, Col. 5) 


‘ona word in 
edgewise” 


By the Publisher 


NOTHING PROVES MORE 
CONCLUSIVELY that we live 
in a world of change, than the 
present very active trend toward 
the localized super-sales-service 
stations idea which having been 
born here in Detroit is spreading 
out like wild-fire. 

Now what we need, and very 
badly too, is an euphonious, sim- 
ple title which will designate this 
type of sales and service station. 
Unless someone comes forward 
promptly with a name which will 
catch the fancy and roll glibly off 
the tongue of the public, this 
new scheme is going to labor 
under a serious handicap. 

Here is a challenge to the trade 
and particularly to the smart- 
crackers (and there are plenty 
of them on both sides of the 
fence) to give birth to a prodigy 
whose fame will rival the On- 
tario quintuplets. We = gladly 
open this column for announcing 
the “arrival.” 

> ~ + 
TO A CERTAIN SHEET 
WRITER FOR A CERTAIN 
TRADE PAPER “WORKING” 
WISCONSIN: 

Automotive Daily News is 
owned, edited and published 
in Detroit by the men whose 
names appear under its mast- 

(Continued on Page 8, Col. 1) 
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S Throughout the nation new dealers are stepping 
into the Nash-LaFayette picture . . . heading for 
bigger and better things with a line that gives a 
dealer a 99% price spread of the entire automobile 
market . . . cashing in on the advantages of two 
separate advertising campaigns focused on one 


NASH & LaFAYETTE 
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SINCE JANUARY Ist 


dealership . . . profiting by the fact that Nash and 
LaFayette cars are built to stay built, and therefore 
stay sold .. . attracted to the franchise by the sta- 
bility and fairness of the factory organization ... 
convinced that Nash and LaFayette are going places. 
THE NASH MOTORS COMPANY, KENOSHA, WIS. 















THE INQUIRING REPORTER 


sero 


Today’s Question 


Is trend 
will influence 


How do August truck sales compare with July? 


to heavier or lighter units? What factors 
fall markets? 


>see 





R. A. Balcom, vice-president Nelson Chevrolet Sales, Inc., Chi- 
cago, Ill.: “Our August new truck volume was off about 15 per cent 
as compared with July, but we anticipate a 50 per cent gain in 
September, 30 per cent in October and 25 per cent in November as 
against the corresponding months last year. That’s what we think 
of the autumn outlook.’ The trend is unquestionably toward lighter 
units, due to the present NRA rulings requiring fewer hours of work 
and more men. The main factor influencing the fall market is: what 


will government do about controlling business or letting business con- 


trol itself?” 


* * * 


C. S. Forsythe, secretary, Forsythe & Gale, Inc., Dodge trucks, | 


Syracuse, N. Y.: “In our case August truck sales have been a little 


better than those of July. Because of their ability to carry heavier | 
We look for a} 


loads, demand for lighter units is relatively the best. 
good September and possibly good business all through the autumn. 
Financial condition of many truck users show improvement local 
banks are lending more freely and there is a large potential truck 
market because of replacement needs and the tendency to switch 
from heavy to lighter trucks.” 


* * * 


J. L. Gleason, truck sales manager, A. T. Hansord Co., Dodge and 
Plymouth, Minneapolis, Minn.: “Business for the two months is 
about the same and trend certainly not toward heavier units. The 
spectacular rise in farm commodity prices means that we will do 
an increased business with farmers this fall.” 


* * * 


B. V. Stodgill, John Smith Chevrolet Co., Atlanta, Ga.: “Sales of 
trucks for August ahead of those for July by a good margin. In- 
creasing demand for slightly heavier trucks noted. Outlook for fall 
promising with crops throughout Georgia in better condition than 
in many sections and tobacco bringing in good price in Southern part 
of state.” 

cK * * 

R. A. Huene, sales manager, J. J. Wright Motor Co., Ford dealer, 
Chicago, Ill.: “Sales of trucks with us in August were ahead of July. 
We have noted a greatly increased demand all along the line for 1%- 
ton units of 157-inch wheelbase equipped for overload. Such units 
with trailer are replacing 5-ton and even 6-ton trucks at a rapid rate. 
I believe this fall will be the best in five years, with general con- 
ditions influencing the demand.” 

of 


* * 


J. D. Trahey, office manager, General Motors Truck Co., Syracuse, 
N. Y.: “Total August truck sales in this territory may have declined 
slightly from July but in the case of this company have been approx- 
imately the same. Trend seems to be toward lighter units, due to 
economic conditions. Fall outlook is uncertain but we expect our 
business to be at least equal to that of like period a year ago. Many 
trucks need to be replaced but volume of replacements depends upon 
the degree of confidence which develops among business men.” 

# ° . 

M. H. Elder, Mack trucks, Atlanta, Ga.: “We find sales somewhat 
ahead for August over July. There is an increasing demand for 
trucks of two tons and heavier this fall for long distance hauling and 
the moving to market of peaches and other crops. Believe business 
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this fall will be better.” 
* 


D. A. Kirk, branch manager, International Harvester Co., Syra- 
cuse, N. Y.: “Our truck sales here have shown moderate gains com- 
pared with July. Lighter units are in better demand than the 
heavier. Fall outlook for truck business is good from standpoint of 
this branch. Many users have put off buying new trucks but cannot 
defer action much longer, because of worn-out equipment.” 

* 


C. E. Freeman, Ford, Atlanta, Ga.: “August truck sales are some- 
what ahead of those for July. We find the proportion of light to 
heavy trucks remaining about the same with best demand for 
trucks between half and one and a half tons. Outlook for fall 
good with cotton crop selling for around fourteen cents and espec- 
ially bright in South Georgia where bright tobacco is bringing 
twice as much per pound as last year.” 

a” * ad 


O. L. O’Brien, sales manager, Kennedy Chevrolet Co., Minneapolis, 
Minn.: “We have noted an increase in August truck sales compared 
with July. The trend is toward heavier units. Everybody is in a 
better frame of mind, the five weeks truck drivers strike is over 
and everybody is optimistic. Government work requiring trucks will 
be a factor in our increased fall sales. We have just sold a trucking 


* * 


* * 





firm ten new trucks and trailers.” 
os 


M. S. McCarty, branch manager, International Harvester Co., Chi- 
cago, IIl.: 
ritory, due to introduction of our new line of trucks, which, incident- 
ally, we expect to prove an important factor, making an even better 
comparative showing during the coming months. The new line has 
been well received, and we note a lot of real buying interest. As for 
the trend in demand, it is unquestionably more than before toward 
the lighter units. We have just made up some figures showing that 
whereas last year 68 per cent of sales were of less than 2-ton units 
in this territory, the ratio has now risen to 83 per cent. Political, 
monetary, business and labor policies will influence fall buying, but, 


* x 


fortified as we are with a popular new line, we are confident of 


enjoying an excellent volume.” 
* Ab * 

A. K. McDonald, general manager and treasurer, McDonald Motor 
Co., Ford, Minneapolis, Minn.: “The truck drivers strike hurt this 
line of business locally, but outside trade was good. The trend is 
toward smaller units. We anticipate good replacement sales, espe- 
cially from smaller firms.” 


“August was a little better than July with us in this ter- | 





The Soap Box Style Leader 








Jack Furstenberg, age 15, of Omaha, Neb., capture d both the Kettering cup, for the best constructed 


car, and the Rickenbacker trophy, for the fastest h eat, two of the 


Box Derby finals, sponsored by Chevrolet, at Dayton, O. 


most coveted awards in the Soap 





NADA Shows Protection 
Of Purchaser Under Code 


St. Louis, Aug. 24.—The Nation- 
al Automobile Dealers Assn. is 
making an aggressive drive to ac- 
quaint the buying public with the 
provisions of the Motor Vehicle 
Retailing Code that have been 
incorporated into the code for the 
benefit and protection of the pub- 
lic. 

In a _ provision limiting the 
charges that may be made for 
the financing of conditional re- 
tail sales, which sales comprise 
| approximately 60 per cent of all 
new car sales, the Code states: 

“Charges for financing retail 
conditional sales shall be upon an 
equitable basis to consumer and 








Expect an Early 
Draft of Truck 
Code Supplement 





(Continued from Page 1) 
that a basis for accord had been 
reached and the drafting and fil- 
ing of the code was now merely 
a matter of mechanics. 

F. W. A. Vesper, president of 
the N. A. D. A., when reached by 
Automotive Daily News last eve- 
ning declared that the general 





outline of the code had been | dealer. No dealer, in financing 
agreed upon and that it was sim-| retail conditional sales _ shall 
ply a question now of how long| charge a lower rate than the 


it would take to draft and file 
the supplement and have it ac- 
cepted by NRA. He would not 
venture a guess as to how long 
this procedure would take. 
Plans for drafting a _ supple- 
mental code to the Motor Vehicle 
Retailing Code to cover the truck 
end of automobile selling have 
now been in the works for sev- 


lowest nor a higher rate than 
the highest rate charged by reg- 
ularly established finance com- 
panies in the same district as the 
dealer.” 

A second provision, the speed- 
ometer clause, is of equal im- 
portance to the buyer. This pro- 
vision demands that speedometers 
be connected at the factory when 


eral months. Much study has| the dealer takes delivery of the 
been given to the problem of de-| car. The dealer shall not dis- 
termining equitable prices for| connect the speedometer, nor 
used trucks accepted in trade,} shall he allow it to be discon- 





due to the wide variety of body 
types and equipment which has 
direct bearing on the value of 
the used truck. The statement 
by Vesper last evening that the 
main job now remaining was to 
write the code and have it ac- 
cepted by NRA would lead to the 
belief that the question of used 
truck values had been satisfac- 
torily solved. 

It is felt that the results of the 
meetings here this week will do 
much to spur the code to early 
completion and acceptance. 


Meet the Winnah! 


nected. The purpose of this clause 
is to insure the customer having 
full knowledge of the mileage 
traveled by car he intends to buy, 
thus giving him a more accurate 
idea of the condition of the 
merchandise he is purchasing. 

While the vast majority of re- 
putable dealers have always given 
their customers equitable treat- 
ment, these provisions make it a 
code violation for the few un- 
ethical operators to continue the 
use of sharp practices of this 
nature. 








Robert Turner, 11 years old, of Muncie, Ind., coasted his powered-by- 

gravity special down a three-eighth mile hill and ran smack-dab into 

a four-year college course in defeating the champions from 33 other 

cities in the Chevrolet-sponsored All-American Soap Box Derby, at 
Dayton, O. The finals were held Aug. 19. 


Available Truck 
Has Engine At 


Side of Driver 


Chicago, Aug. 24.—Designed for 
greater mobility in alleys, narrow 
streets or other congested areas, 
a new series of unique design 
was today announced by the 
Available Truck Co., of Chicago. 

An outstanding feature of the 
new series is placement of the 
engine beside the driver’s seat 
instead of under the hood in 
front. This construction, state 
the Available Co. officials, gives 
the vehicle less length and 
shorter turning radius, while at 
the same time the design of the 
truck maintains the 1/3-2/3 dis- 
tribution of weight considered as 
correct for tire load. 


“The short-coupled design gives 
maximum loading space with 
minimum length, an important 
consideration in view of legal re- 
strictions imposed,” according to 
the new model announcement. 


With the engine placed as it is, 
the truck presents a_ sloping 
windshield and front without any 
projection beyond except the 
front bumper. 


Available engineers have over- 
come the problem of inaccessibil- 
ity of the power plant by provid- 
ing a grille that can be readily 
removed. Nor is cab tempera- 
ture a problem because of the 
engine’s location, they state, in- 
asmuch as the motor is enclosed 
in a wind tunnel with removable 
sides to permit access to valves, 
carburetor, pump and _ ignition. 

Known as the model WS-240, 
the new truck is of three-ton 
capacity, with 145-inch wheelbase. 

















IN THIS 
CORNER 


L 
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zation of the motor vehicle trade.’ 

“A temporary and permanent in- 
junction restraining the defendants 
from violating the trade-in provi- 
sions of the code is asked.” 


Poetic? 

Lines suggested upon birth of the 
“Pink Un.” 
The Automotive Daily, 
Semi-weekly, gaily 
Features column left 
With touch so deft, 
That factory squealers 
And dis-gruntled dealers, 
Unite in praising 
Its verve; raising 
Automotive jobbers 
Manufacturers and 
To a pinnacle, bold 
(Since Chris took hold.) 

L’envoi 

They can take it, raw 
When fed by Sinsabaugh. 
All Rights Reserved by Augustus Banynon, 
Bippus, Indiana. 


robbers, 
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[/cHEVROLET The fine reputation enjoyed by Chevrolet trucks in 
every hauling field is a valuable asset to holders of 
the Chevrolet franchise, because the Chevrolet franchise includes 
trucks as well as passenger cars. Those dealers who take full advan- 





tage of this added selling opportunity find that Chevrolet trucks 





produce a substantial volume of business all the year ’round, and 
particularly in those months when passenger car sales naturally 
subside. This important market has been built up by consistently 
building sturdy, economical trucks that faithfully fulfill all the 
requirements of buyers. The present complete line of trucks, 
with their valve-in-head six-cylinder engine; big, Chevrolet-built 
bodies, and massive frame, transmission, and axles, more than 
satisfy the expectations of buyers. These trucks, together with 
an exceptional line of passenger car models, make the Chevrolet 
franchise one of the most attractive in the automotive industry. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Compare Chevrolet’s low delivered prices and easy G. M. A. C. terms 
A General Motors Value 


CHEVROLET 


SIX-CYLINDER VALVE-IN-HEAD 


TRUCKS 
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Pe cS ai aS Tae ea 


\ Re ane Bae a ae eas 


These Experienced Operators 
Replace Chevrolets with More 
Chevrolets 


200,000 Miles... In 1930 we purchased a Chevrolet 
truck which has been hauling freight loads of 4 to 9 tons on 
the truck and 4-wheel trailer. It traveled 114,000 miles before 
requiring a major motor overhaul. It has now traveled over 
200,000 miles. I purchased another Chevrolet truck in 1933, 
a new 1934 Chevrolet truck the first part of this year, and I 
have placed my order for another 1934 Chevrolet truck with 
semi-trailer. 


H. F. Reilley, General Manager, 
California Fireproof Storage & Transfer Co. 


125,000 Miles . . . The Chevrolet 1933 tractor-truck I 
am now operating has never stopped in 125,000 miles over a 
period of 11 months and is now running on its original rings. 
I have had the valves ground twice. I have experienced a 
12-mile-per-gallon gas consumption over this period. Within 
the next few days I will give you an order for a new 1934 
model for immediate delivery. 


H. N. Craig, Merchants Parcel Delivery Co., 
Terre Haute, Ind. 


100,000 Miles... I am enclosing a photograph of one 
of the Chevrolet fleet I bought in 1929. This truck has gone 
over 100,000 miles, at the present time is covering a route of 
100 miles a day. Because of such performance, I have placed 
an order for 12 more. 


G. L. Scheer, Scranton, Pa. 





150,000 Miles. . . The 1929 Chevrolet truck I am trad- 
ing today has been driven more than 150,000 miles in 414 
years. Nothing was ever done to the motor except the replace- 
ment of a coil. The 1934 Chevrolet truck I am buying today 


is our 9th one. 
C. R. Bevers, White Star Laundry, 


Durham, N. C. 





















8 
Return Macauley 


As NACC Head; 
Name is Changed 





(Continued from Page 1) 
troit; vice president at Washing- 
ton, Pyke Johnson; and vice 
president and general manager, 
Alfred Reeves, New York. 

The four directors whose terms 
expire—Roy D. Chapin (Hudson); 
Cc. D. Hastings (Hupp); Chas. W. 
Nash, and Alfred P. Sloan jr., 
were re-elected. 

Others on the Board with the 
officers are Walter P. Chrysler; 
E. L. Cord; T. R. Dahl (White); 
Paul G. Hoffman (Studebaker), 
and Robert C. Graham. 


Renewal of the Automobile 
Manufacturing Code, which ex- 
pires Sept. 4, was discussed and 
referred to the board of direc- 
tors of the association for further 
consideration. 


Association spokesmen said 
that the question of collective 
bargaining is not considered as 
an issue in the automotive indus- 
try, as its members expect to con- 
tinue to operate in accordance 
with the principles set forth in 
the President’s settlement agree- 
ment of last March. 


To define more clearly the type 
of company qualified to hold 
membership, members of the Na- 
tional Automobile Chamber of 
Commerce voted unanimously to 
change its name to Automobile 
Manufacturers’ Assn. 


The 21-year old N. A. C. C. re- 
sulted from a consolidation of 
the National Assn. of Automobile 
Manufacturers and the Automo- 
bile Board of Trade. 


The change of name involves 
no change of policy or operations. 


“__a word in 


edgewise” 


(Continued from Page 4) 
head every issue. It is abso- 
lutely independent of any 
control from any _ outside 
source and enjoys not only 
the moral support, but the 
dollars-and-cents advertising 
patronage of every manufac- 
turer of passenger cars in the 
United States, including: Au- 
burn, Chrysler, Ford, General 
Motors, Graham, Hudson, 
Hupp, Nash, Packard, Pierce- 
Arrow, Reo, Studebaker and 
most of the leading truck and 
accessories manufacturers. 
It is edited solely “for the 
best interests of the industry 
as a whole” and in the four- 
teen months, since it came to 
Detroit under our ownership 
the truth of this statement 
has never, in a single in- 
stance, been questioned. We 
appeal to some good dealer 
friend of ADN in Wisconsin 
to help us set a “skunk- 
trap” for this half-wit! 


* cd * 


BELIEVE IT OR NOT... 1933 
licenses are still good in Michi- 
gan! The half-year window-stick- 
ers expired with the end of June, 
but we have a very bitter political 
battle on this Fall, so fhe license 
limit has been postponed, pre- 
sumably until the day after elec- 
tion. If anything could be more 
ridiculous than the spectacle of 
1933 tags running all over the 
country advertising the fact that 
Michigan . . . once-proud capitol 
of the automotive industry . . 
is now just about a year behind 
the rest of the country. 

* * * 


WE CAN NOW MAKE im- 
mediate shipments of a perman- 
ent binder for ADN and the 
pink-sheet editions. We are 
proud to learn that so many of 
our friends want to keep the 
facts and figures which we pre- 
sent for handy, future reference 
and we believe the present bind- 
ers which we supply post-paid 
for two dollars each will give 
service for several years . 


. GMS. 








Truck Men to Meet 


Washington, Aug. 24.—Details of 
the program of the first annual con- 
vention of the American Trucking 
Assns., to be held Sept. 24-26 at the 
Stevens Hotel in Chicago, will be 
announced here next week. 

Present plans of the program 
committee contemplate an opening 
day of general sessions et which 
nationally known speakers will ap- 
pear. Sectional meetings on the 
second day will permit thorough 
discussions of particular problems 
confronting various divisions of the 
industry. 

di banquet and entertainment pro- 
gram will be a feature on the night 
of Sept. 25. 


Moves Bumper Plant 


Jackson, Mich., Aug. 24.—Comple- 
tion of transfer of the Eaton Mfg. 
Co.’s bumper division from Cleve- 
land to Jackson has been announced 
by J. O. Eaton, chairman of the 
board. The plant employes about 
450 men. Removal of other Eaton 
operations from Cleveland to Jack- 
son is being considered, Eaton 
intimated. 


BROTHER, CAN YOU CPARE 


Now that many = 


one dime --:-: 


about 


this added protection 











AUTOMOTIVE DAILY NEWS, SATURDAY, AUGUST 25, 1934 


Credit Where Credit’s Due 





Harlow H. Curtice, president of Buick Motor Oo. (left), congratulates 

W. F. Hufstader, general sales manager, on Buick’s sales record. 

Curtice is pleased because Hufstader reports Buick passed the entire 
1933 sales total on Aug. 16. 


nufacturers have 


is 
ten cents --° a week 


all a prospect has to pay for 


in many makes 


Passenger Car 


Dealers Boast 


Big Truck Ratio 


(Continued from Page 1) 
cent of the total sales, or 42,954 


units, while in the first six 
months of the current year the 
percentage dropped to 12 per 
cent, or 24,464 vehicles. This 


does not mean that this type of 
merchandising suffers an actual 
units loss in sales but that they 
did get a smaller share of the 
total market. 

The same held true in the case 
of those who sold only through 
branches as did companies limit- 
ing their output to a more or less 
local area. In the entire year of 
1933 this type of manufacturer 
got 2.84 per cent of the total, or 
5,797 units. In the first half of 
1934 this division got only 2.25 
per cent of the total, or 4,250 
units. 
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Dodge Brothers 
Sales Continue 


At High Point 


Detroit, Aug. 24.—Reports is- 
sued by A. vanDerZee, general 
sales manager of Dodge Brothers 
Corp., for the week ending Aug. 
18 reveal that passenger car and 
truck deliveries made by Dodge 
dealers in that time accounted 
for 5,589 new vehicles, as against 
5,505 delivered during the pre- 
ceding week. 

The week’s reported deliveries 
of Dodge passenger cars was 
1,966, as against 1,894 the week 
before. Plymouth sales made by 
Dodge dealers in the six-day 
period were 2,512, while deliveries 
of Dodge commercial cars and 
trucks totalled 1,111, a gain of 
214 units or 12.6 per cent over 
the preceding week. 

VanDerZee sees 





encouraging 


prospects for the Fall business. 



















Life Begins at Fifty-five 





To get a job in Department 103 at the Dodge plant, a man must have 
celebrated his fifty-fifth birthday and been in the company employ 


ten years or more. Here are performed jobs that require experience, 

skill and patience. And, says Dodge, there is production, too, showing 
that humane considerations can be successfully combined 

with good business, 
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in the promotion but the lessons 
of this year will be reflected in 
the next championship. Certain 
it is that Chevrolet has hit the 
right key in lending a helping 
hand in the mechanical education 
of the youngsters. 
+ * ~ 


THAT FISHER GUILD dinner 
made this writer realize the mo- 
mentum this movement has at- 
tained in the four years it has 
been in operation, for there were 
15 alumni in attendance and 
there is one of the first-year 
scholarship winners who is in his 
third year at college as a result 
of the Fisher brothers setting up 
this guild which develops manual 
skill among the young men and 
teaches them the true meaning 
of the word craftsmanship and 
all that it implies. Why, these 
alumni boys are so enthusiastic 
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over the guild that some of them 
are talking of holding a reunion 
some time in Brussels where 
they will get the atmosphere of 
the city hall and the guild halls, 
where the craftsmen of 400 years 
ago held sway. 
* * * 

I'VE BEEN to banquets galore, 
but none of them ever has so 
impressed me as did the award 
dinner of Wednesday night. The 
big banquet hall at the Stevens 





had been converted into the guild 
square of old Brussels, with the 
hall lighted by candles, the wait- 
ers dressed in medieval costumes, 
You could sense the drama of 
the whole set-up and you got a 
thrill out of the talk by Edwin 
C. Hill, my favorite radio broad- 
caster. Hill did a great job of 
word painting in telling us all 
about Napoleon’s coach, built for 
his wedding ceremony and which 
is the model the boys followed in 
building their miniatures. It was 
history remarkably told and cer- 
tainly most inspiring. 

And the dramatic touch was 
carried throughout the evening. 
The dignified educational leaders 
who sat at the head table brought 
there by their interest in what 
the Fishers are doing, added to 
the dignity of the occasion. The 
awards, made by President C. A, 
Fisher, made us all realize the 
good this guild is doing. 

* * * 

ON THIS Chicago trip I have 
rubbed elbows with Haskell Bliss, 
vice-president in charge of sales 
for Nash, along with Courtney 
Johnson, general sales manager. 
Both were in a jubilant mood as 
they talked to Bob Mountsier of 
the New York Sun and this 
scribe over the six-month show- 
ing of the Nash group, as shown 
in ADN tables. And it would 
seem as if they had cause for all 
this, because the statistics show 
that next to Ford, which was 
123.7 per cent better in registra- 
tions for the first half as com- 
pared with the same period last 
year, the Nash group was a good 
second, with 95.6. When it is re- 
membered that Nash was hard 
hit by labor troubles just at the 
time the new LaFayette started 
in production. Bliss thinks the 
House of Nash has done remark- 
ably well. 

So encouraging is all this that 
it wouldn’t surprise me any if 


Nash steps out next year in a 
production plan that will stir 
things up. 
* * * 
IN THE INTERMISSION at 


the Fisher guild dinner the con- 
ductor encountered Henry T. 
Ewald, head of Campbell-Ewald 
Advertising Agency, convoying 
Jack Wickes of St. Paul, one of 
the alumni. The agency head 
was dickering, and it seemed a 
sort of a used car deal which 
does not come under the code. 
It will be remembered that 
when young Wickes won his 
junior victory two years ago 
Ewald bought the miniature 
coach that he had designed and 
today it sits on a pedestal in 
Ewald’s office. The next year 
Jack won again, this time as a 
senior, which put him in college. 
The deal Ewald was trying to 
make was to buy the second 
coach, turning in the first-year 
job and adding a bonus of $500. 
But Jack hemmed and hawed— 
he, too, was sentimental—and as I 
left the deal was still hanging 
fire, with Jack promising in a 
half-hearted manner to take the 
proposition under consideration. 
a * = 


AS I COME near the end of 
this stint, today’s column, I see 
by the calendar that Aug. 25 
marks the fourth anniversary of 
this particular conductor grind- 
ing out “Sparks.” Yes sir, it was 
just four years ago to the day 
that I started in on this job and, 
just think, no one has thrown 
any brickbats that have hit a 
vital spot. But as I write I knock 
wood, for it’s a long way to the 
fifth anniversary. 

















The News of Automotive Advertising 


the a Dimension 


By RAY BLACKWELL 





Z 


HE Libbey-Owens-Ford Glass Co. announces the be- 
ginning of what is claimed to be the biggest advertis- 


ing campaign ever put behind safety glass to back up the 
new low prices for all-around safety glass equipment re- 
cently put in effect by many leading automobile manufac- 


turers. 


This advertising will emphasize the importance 


of safety glass protection in the windows of all auto- 


mobiles. 


the advertising schedule, it was 
indicated. 
The company has _ assigned 


more than fifty specially trained 
men to give illustrated talks to 
automobile dealers and _ their 
salesmen throughout the United 
States. These men will point out 
to dealers, in their sales demon- 
strations with prospects, the im- 
portance of emphasizing safety 
glass all-around at low cost. 
* * * 


THERE’S a new Ford salesman 
on the payroll. He is none other 
than the dynamic manager of 
our own Detroit Tigers, Mickey 
Cochrane, who is making baseball 
history by giving the motor capi- 
tal its first pennant contenders 
in 20 years. 

The fighting catcher-manager 
will be heard over a nation-wide 
hookup of the Columbia Broad- 
casting System every Wednesday 
night at 9 P.M. Eastern daylight 
saving time, for seven weeks, on 
a@ program sponsored by the Ford 
dealers of America. 

Mickey gives his radio audience 
a peek behind the scenes of big 
league baseball, discussing the 
strategy and planning that wins 
ball games. Little known side 
lights of the various players, 
their abilities, weaknesses or ec- 
centricities as related by the 
Tiger leader, make this an un- 
usually interesting program. 

If the capacity crowds that 
turn out to see the Tigers in 
every ball park in the country is 
any criterion (and who can doubt 
it?) of the nation-wide interest 
in this remarkable team and its 
outstanding manager, the Ford 
dealers of America should have 
the eager attention of millions of 
radio listeners every time Coch- 
rane steps up to the microphone. 

* x * 

WILLIAM M. BALDWIN, di- 
rector of advertising of the 
Pierce-Arrow Motor Car Co., and 
Kenneth Strachan, assistant gen- 
eral sales manager, have organ- 
ized as Baldwin & Strachan, Inc., 





K. Strachan 


W. M. Baldwin 
with offices in the Huyler build- 


ing, 374 Delaware avenue. They 
will enter the advertising agency 
field. 
+ * * 

ANOTHER automotive adver- 
tiser who is going places with 
the Detroit Tigers this year is 
Mobile Gas and Mobile Oil, mar- 
keted in the territory by the 
White Star Refining Co., which 
sponsors the daily broadcasting 
of all Detroit ball games. In this 
baseball-mad city of ours, it’s 
hard to find a radio turned on 
after 3:00 P.M. that isn’t tuned to 
the ball game. It is no exaggera- 
tion to say that for the past sev- 
eral months, the “Mobile-Detroit 
Tiger” program has had the at- 
tentive ear of the largest day- 
time radio audience in the his- 
tory of Detroit broadcasting. 

* «--6 


NEWSPAPER advertising in 
all classifications but financial, 
continues to show gains over last 
year. According to figures of 





Leading newspapers, national magazines, bill- 
boards and radio will be used in@————————- — 





Media Records, Inc., automotive 
lineage which has consistently 
lead the parade in relative gains, 
is again out in front in July with 
an increase of approximately 16.3 
per cent over 1933 figures. The 
actual gain was 1,353,894 lines, 
9,671,094 lines being published this 
year, compared with 8,317,200 
lines last year. The gain in total 
lineage, including all classifica- 
tions, was 6.49 per cent for this 


July compared to last. 
* * * 


RAY DEERING, of wide ex- 
perience in the motor car indus- 











try, has joined Zimmer-Keller, 
Ine., in an executive capacity. 
Deering formerly was president 
of Stevens-Duryea, and formerly 
vice-president and general man- 
ager of Continental Motors sub- 
sidiary, Continental Aircraft En- 
gine Corp. For many years he 
was one of the most prominent 
motor car distributors in Chicago. 


To Sell in England 

New York, Aug. 24.—First evi- 
dence of prospective improvement in 
the export of American cars to 
Great Britain, as a result of a 
marked reduction in the horsepower 
tax to become effective Jan. 1, 1935, 
is to be seen in the announcement 
that a Chevrolet passenger car dis- 
tributor has been appointed in 
England. 

Now, for the first time in many 
years, active merchandising effort is 
to be put behind the Chevrolet in 
England as the result of the ap- 
pointment of Messrs. Cass & Joyce, 
Ltd., a firm which handles also the 
Talbot and Sunbeam cars, as Chev- 
rolet distributor. 
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Hands-Across-the-Sea Show-Down Plan 


a view from a 
European salon, even though the 
car in the foreground happens to 
be a German built D-K-W. The 
photograph was taken right in 
Chicago at the downtown show 
room of Community Motors, Inc., 


This is NOT 


where H. A. Wehmeier, vice- 
president and general manager, 


Groups Seeking 
Lower Tax Rates 
On Automobiles 








Chicago, Aug. 24.—The cam- 
paign being waged here by the 
Illinois Tax Reduction League 
has obtained the support of two 
important groups, it became 
known today. These are the Chi- 
cago Automobile Trade Assn. and 
the Illinois Automotive Trade 
Assn. 

Endorsement of the drive for 
lower state and city license fees, 
a reduction in state gasoline tax 
|} and elimination of the diversion 





is using an effective contrast 
method to emphasize the merits 
of Pontiac motor cars, which his 
concern distributes, as compared 
with foreign-built automobiles in 
the same price class. The D-K-W, 
a two-cycle, two-cylinder car, 
sells for approximately $600. It 
owns to such distinctive talking 


of automobile tax funds was 
given by the Chicago Automobile | 
Trade Assn. at a meeting of the | 
board of directors. A statement 
following this meeting adds that 
“we are interested in this cam- 
paign to reduce taxes on auto- 
mobiles and prevent the diversion 
of taxes collected from automo- 
bile owners. As spokesman for 
the state association, C. M. Coons, 
secretary-manager, said: “Our 
organization is interested in this 
movement because it is so closely 
in line with the policy which must 
be followed by our organization 
in the future. We welcome this 
organized effort on behalf of mo- 
tor vehicle owners who, of course, 
have been almost totally un- 
organized.” 





points not relished by American 
buyers as 42 miles an hour speed, 
gear shift on the cowl and other 
features. The exhibit is attract- 
ing wide attention and is con- 
sidered an _ entirely’ effective 
method of demonstrating the su- 
periority of American values— 
size, style and design. 


| 
'351 Graham Automobiles 


Are Off For California 


Detroit, Aug. 24.—A caravan of 
another 51 new Graham cars— 
the largest driveaway in history 
from the plant of the Graham- 
Paige Motors Corp., left the 
Graham plant today for six cities 
in Northern California. 

These cars, ordered by Graham 
distributors and dealers in San 
Francisco, Oakland, Chico, San 
Jose, Merced and Sacramento, 
California, brought the total of 
Graham driveaways for Cali- 
fornia points during the month 
of August to more than 100 units. 
Earlier in the month 50 more 
Graham cars were driven from 
the factory to California. 


Passenger Car Registrations First Six Months, 1934-33 








United States 












































Complete by ~ & « 
Months Yn) 7? 8 3 
o 3 & ° 
a te om a 
January 450) 500) 3960| 9679] 14589] 25828] 112) 25940] 2738] 183| 7223; 69] 557| 2363| 13133] 797| 122| 919 
38 1196] 1371] 3518] 11669| 17754] 13097| 211| 13308] 3816] 309| 29935| 293] 1039| 4342| 39734] 1491! 240] 1781 
February 255| 284| 5990| 16684) 23213] 28810) 137| 28947] 3205) 382| 24851 1749| 4206| 34425] 1805| 767| 2572 
"38 1503| 1181] 3232} 8265] 14181] 10629] 111| 10740] 3047| 288] 25802) 177| 2146] 4807| 36267] 1416] 250/ 1666 
March - 1879| 866) 9657| 30918| 43320] 46200) 178| 46378] 4962) 516| 50796 iss 4602| 7259| 68288] 4153] 22.3) 6376 
o 1611] 1320| 3541] 9894] 16366] 15830| 119] 15949] 2951| 326] 26626] 213] 2401] 5212| 37729] 1581| 247| 1828 
April 34 | 3529| 1380|11523| 34274) 50706] 61950) 234) 62184] 6449| 672] 63458] 781| 8911| 9609) 89880] 5800| 3166] 8966 
'33 | 2282| 1574] 5841| 15327) 25024] 25634] 243] 25877] 4413! 426/ 40407| 318) 3312| 7905| 56781] 2570| 316| 2886 
May 34] 3713| 1458] 9058| 33280| 47509] 67993| 225| 68218] 5310) 683] 57793) 963| 9330| 9238| 83317] 5451| 2705| 8156 
’33 | 2698] 1872| 8057| 24986] 37613] 32402] 256) — 5449| 472| 52442) 395| 4383/10230| 73351] 3789| 354] 4143 
June 7 34 3226) 1145| 9216) 34080) 47667] 64333| 173 8304| 499| 64525| 761] 9180] 9025| 92294] 4659] 1995) 6654 
-’83| 3347| 2067| 9611] 29451| 44476] 34351| 242 34508 5601| 441] 55306] 452] 4487|10685| 76972] 4736| 372| 5108 
Six Months’ Total ’34 | 13052| 5633/49404/158915|227004 | 295114! 1059|296173 = "2935|268646| 2759|/34329|41700|381337 | 22665|10978|33643 
___ 788] 12637] 9385|33800| 99592|155414] 131943] 1182|183125 | 25277| 2262/230498| 1848/17768|43181/320834 | 15583| 1779|17362 
Total to date °341|15376| 668056821) 187873 (266750 | 342454) 1172) séseaey 3 36642} ~3209|316807| 3185|41297|48046'449186 | 25837|12419|38256 


33 [15607/11293) 







United States Complete 
by Months 


42386) 123567|192853 





160915) 1333]|162248 






Franklin 




















2532/272765| 2178/21112|51499|378940 


NON-AFFILIATED MANUFACTURERS 









19259] 2029/21288 





Monthly 
Totals 











January "34 1468) 1468] 434| 180) 336) 47| 453| 292) 349) 99) 208| 2242) 506| 47 61242 
83 Le 755] 255) 435) _ 126] 678 _ __ 523] 188] 199] 2390] 1010] 320 79845 

February - 34 31| 977] 232; 126) 242) 40| 639 292} 98| 222) 2228| 355| 23 94887 
- ee 83 = 738) 730) 21 215| 318) 48] 76] 643 | 498) eral ana) 196] 2164| 847| 162 69471 
March a”) 167, 1418) 1585] 186) 166) 149) 50| 1173) 317) 421) 144) 222) 4164) 325| 23] .173287 
oe _ - _'33 703} 703] 182| 330} 89] 105| 708) 473) 720) 117) 194) 2215 = ee 78749 
April "34 250| 1501; 1751] 373) 126) 97) 46] 1838) 514| 646) 189| 261| 4891 a on 222900 
: ; 83 1040} 1040] = - = 96) 982 _ 915| 169] 252] 2859 1051 238] 119972 

May "34 978| 1738| 2716 1535 516| 211) 519| 4140| 825| 21] 219163 
; 83 1222] 1222 saa 6 6 = 1015 oes 1010] 168] 369] 3490] 2576] 155] 160225 

June '34| +1361) 1342) 2703] 477 1291| 669) 581| 193) 465) 5226) 772| 18] 223642 
83 | 1268} 1268] 742 ons 995 148 1105| 818} 907) 195; 3876| 4192] 2546] 104] 174219 

Six Months’ Total 341 2787, 8413) 11200] 2299) 741) 892 6929| 2705 934| 1897| 22891] 3183| 164] 995121 
88 5726| 6726] 3028] 2183] 753 ora 6181| 8655| 4749| 900] 1586] 17310] 8912| 1138] 682481 

Total to date 341 3890) 9309) 13199] 2776) 771| 909) 330) 8163| 3240) 3413| 1067| 2242) 26538] 4023 1164675 
88 6546| 6546] 3426] 2426] 990] 776| 6000] 4181| 5353) 1061| 1879) 20356] 9985] 1188] 819496 








Federal Keeps Sales For 


| 
|Buy Cars in Other 


Simplicity Is Keynote 
‘Of Data Book System. 


are going into Pennsylvania and 
other adjacent states to purchase 
cars and drive them home across 
the state line, the business of|ing the consumers sales tax by | to do is to buy cars in adjoining 
state automobile dealers is being | providing that the license bureau | states and drive them home in 
of the state road commission order to escape the tax. 


Detroit, Aug. 24. 
of keeping the organization in the | 


The problem | used 
and 


field constantly posted on the} 
multitude of new developments | 
and changes in mechanical de-| finds 


tails, equipment, prices, etc., is a | 
problem that faces every truck 
manufacturer, according to J. F. | 
Bowman, vice-president in charge 
of sales, Federal Motor Truck Co. 
Due to the multiplicity of models, 
wheelbases, axle ratios, power | 
plants, and body equipment avail- 
able, this problem of dispensing 
information is much more diffi- 


cult in the truck field than it} 
is in the passenger car field. Its 
relative importance is_ directly 


proportional to its difficulty, be- 
cause the purchaser of a motor 
truck demands actual figures 
covering the most minute details, 
whereas the passenger car buyer 
is satisfied with the broadest sort 
of general statements about 
wheelbase, horse power, speed, | 
ete. 
Information Essential 

Because it has found that many 
truck sales are lost through the 
inability of the truck salesman 
to give the prospective purchaser 
accurate prices and specifications 
in a hurry, Federal has worked 
out its own system of keeping 
the sales organization supplied 
with the information it should 
have. This system, developed 
over a period of years, is claimed 
to be not only accurate, but 
generally successful in use. 

The system, according to Fed- 
eral officials, is marked by sim- 
plicity; in fact, it is so simple, 
they say, that it barely deserves 
the name of “system.” 

The Federal Data Book—the 
backbone of the system, is 
claimed to be as complete as it 
is humanly possible to make it. 
It contains all the basic informa- 
tion Federal believes the sales- 
men require. It is bound in 
loose-leaf form and can be kept 
up to date with little effort. 





Price Book is bound in perm- 
anent form, to reduce the chance 
of quoting incorrect prices from | 
obsolete sheets. 


salesmen informed of day-to-day 
and week-to-week developments | 
Federal uses a series of what, 
in Federal jargon, are called 
“striped-letters’—‘strip” because 
the letters are marked by wide 
color stripes down either side 
of the special letterheads on 
which they are written. These 
stripes have a very definite pur- 
pose; they not only are intended 
to attract the attention of the 
man to whom the letters are ad- 
dressed, but they designate unmis- 
takably whether the letter is 
addressed to a Federal branch, 
dealer, salesman, or perhaps to 
the entire organization, depend- 
ing upon the color of the stripes. 

The “Striped Letter” 

When a branch manager or 
dealer receives a letter on the 
distinctive “stripe-letter” station- 
ery bearing brilliant vermillion 
stripes, he knows at a glance 
that this is a message of impor- 
tance to him, more or less confi- 
dential, and not to be passed on 
to his organization. On the other 
hand, if the letter carries a green 
stripe it indicates that it is of 
interest to all direct dealers, as- 
sociate dealers, and their sales- 
men. The letters are numbered 
consecutively and punched for 
standard three-ring binders. Pe- 
riodic check-ups indicate that 
letters sent out in this form are 
religiously filed, and that the 
members of the organization to 
whom they are sent are well 
posted on the subject-matter they 
contain. 

One rule of general practice 
that is never violated is that 





each letter is devoted to one sub- 
ject only—and that the funda- 
mental thought of the letter be 


of the letter. 


ory that in this way, the message 
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ce Posted On Line Changes 


as a title and printed boldly 
unmistakably at the head 
It is Federal’s the- 


its way to the reader. 


Now —Bendix offers: 


End-motion without sliding splines 
and resulting thrust! 







The designer is not restricted to low joint angles 
| when the Bendix- Weiss Universal Jointis used. Any 
On the other hand, the Federal | desired flexibility of engine mounting height or incli- 
nation of power line may be employed. Angularity 
up to 40 degrees (80 degrees included angularity) may 
| be used constantly or intermittently without varia- 
To keep branches, dealers, and | (ion in velocity between driving and driven shafts! 
| 


States to Avoid Tax | virginia’ Automobile 
Wheeling, W. 
many 





11 


| border cities, according to J. S. | should not issue licenses for cars 
| Calhoun, president of the West | unless proof of payment of the 
Dealers | state sales tax was made. A de- 

Aug. 24.—]/ Assn. The state two per cent! cision of the state supreme court 
Virginians | consumers sales tax is the cause.| knocked that out, it being held 
The recent legislature sought that the tax could not be applied 
to protect the business of state | to such an interstate commerce 
automobile dealers, when enact-| import. Now all purchasers have 






Va., 
West 


} seriously injured, particularly in 






VELOCITY OF DRIVEN oe 
SHAFT FOR ORIVING !'100 wtonammneseone 
SHAFT SPEED OF — yo99)————— 


1000 R. P.M, 


The nw BENDIX-WEISS 


rolling ball 


UNIVERSAL JOINT 


EPRESENTING intensive 

development work, sim- 
plification and proving- 
ground punishment, the new 
Bendix-Weiss Rolling Ball 
Universal Joint is now avail- 
able to the automotive in- 
dustry on a practical produc- 
tion basis. 


Two forged yokes and 4 or 5 
steel balls! That’s how simple 
the Bendix-Weiss Rolling Ball 
Universal Joint is! Its big, 
outstanding advantages over 
the conventional joint are 


BENDIX PRODUCT 





pictured above. Higher effi- 
ciency, greater strength, less 
lubrication, greater permis- 
sible angularity, extreme and 
enduring quietness, freedom 
from vibration, and a mini- 
mum of wear, are other vir- 
tues Bendix stands ready and 
eager to prove to interested 
automotive executives. 


Rear-drive, individually 
sprung cars and front drive 
cars virtually demand uni- 
versal joints of these char- 
acteristics. Every other pres- 


INVEN TIONAL UNIVERSAL JOINT ~~ 


ee ONE REVOLUTION 


ee 
na 1200 ee 
Dp - — 










Angular drive without 
fluctuating velocities 


ArT AN 30° 


eeepc neal 





ent type of chassis design will 
materially benefit by use of 
the new Bendix-Weiss Rolling 
Ball Universal Joint. 


Destructive vibration, strain 
and wear in marine shaft and 
similar installations, due to 
pulsating fluctuations in 
driven shaft speed, are ban- 
ished by this revolutionary 
new universal joint. 


Write for full particulars. 


BENDIX PRODUCTS CORPORATION 
401 Bendix Drive South Bend, Indiana 
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1ZO3 new veaters| 


AND NATIONAL SALES HAVE; 


FACTS IMPORTANT TO EVERY MAN IN 
THE BUSINESS OF SELLING AUTOMOBILES 


America is going Oldsmobile! 


Sales prove it. Oldsmobile sales have already doubled last year’s record. In many com- 
munities Oldsmobile ranks 4th in sales among all makes of cars, exceeded only by the three 


lowest-priced cars. 


Dealers prove it. More than 1200 new dealers from all parts of the country haye joined 
Oldsmobile since January. Experienced dealers who know what an automobile franchise 


must offer to be profitable. Read on the opposite page what a few of these dealers say. 


9-out-of-every-10 new car prospects are Oldsmobile prospects, for Olds- 
mobile sells in a price range that covers 97 per cent of the entire automobile market. Offers 
value-wise buyers a big powerful Six that is top value in the low-price field. A luxurious 
Straight Eight that brings high-price car value to the lower medium-price field. No wonder 


sales have doubled! 


And Oldsmobile has already launched a production expansion program to provide facilities 


for an even greater volume in the future. 


You can’t afford to ignore facts. Send the coupon now for franchise information 


which will show you the way to greater profit possibilities in the retail automobile business! 


WRITE TOD, 


Investigate wl 
the Oldsmob 
franchise has 
ioe UI Maley 


held in confiden 
and up, list prices at Lansing, subject to change 
> > without notice. Spare tire with lock, metal tire 
SIXES EIGHTS cover, bumpers, front and rear, and rear spring 
covers built in all cars at extra cost. 














Olds Motor Works, Townsend and Olds Avenue, 
Lansing, Michigan 





Please send me detailed information on the Oldsmo- 
bile franchise. 


Name 


Address, 
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SINCE THE FIRST OF THE YEAR 


DOUBLED! 


READ WHAT EXPERIENCED AUTOMOBILE MEN 


SAY 


ABOUT THE OLDSMOBILE FRANCHISE 





The Moyer Sales Company 
Columbus, Ohio 


**Oldsmobile is the finest product that can 
be manufactured at or anywhere near the 
price. Oldsmobile has the greatest public 
preference of any car in its price class. Gross 
profit on both the Six and the Eight is excep- 
tionally fair. Cooperation of Factory is of the 
finest. These four fundamentals go to make 
up a valuable franchise.”’ 


Uzzle-Barnes Motor Company, Inc. 
Raleigh, N. C. 


**We signed your contract in March... and 
there has not been a month but what we 
have made a profit in every department... 
sales have been practically double what we 
had anticipated . . . this was more or less 
virgin territory for the Olds but they are all 
talking it now.”’ 


Mound City Motors, Inc. 
Newark, Ohio 


**It is most gratifying to note the loyalty of 
Oldsmobile owners. They are very influential 
in creating new sales. We believe Oldsmobile 
to be the most profitable franchise available 
today.”’ 


Messina Motor Sales 
Middletown, Conn 


**In my past experiences with other car fran- 
chises I have never accomplished the yolume 
of business in so short a time as I have since 
handling the Oldsmobile. Beyond doubt it is 
the best product a dealer could possibly 
handle.”’ 


Spangler Motor Car Co. 
Joliet, il. 


‘It has been a genuine pleasure to sell this 
wonderful line of 1934 Oldsmobile Sixes and 
Eights... we have been dealers in various cars 
since 1912 but have been most contented and 
pleased in 1934 than any year we have been 
in business.”’ 


ee a a oe er eae ee ee 








Wright Oldsmobile Co., Inc. 
Indianapolis, Ind. 


*‘] have never known a more desirable prod- 
uct to sell than we have had during the year 
of 1934. You have not only been helpful in 
sales problems but assisted us greatly in 
building up our service to the point where it 
is one of the most profitable departments of 
our business.”’ 


Tarrant Olds-Cadillac Co., Inc. 
Columbia, S. C. 


**Sales so far this year have been even more 
than we expected. . . . I sure would like to 
have a chance to talk to any automobile 
dealer who is thinking of making a change. 
I believe in thirty minutes he could be shown 
the folly of even considering any other line.”’ 


Coffen-Forster Motor Company 
Muskogee, Oklahoma 


**Today closes our fourth month with Olds- 
mobile and we have just delivered our six- 
tieth new car... our Used Car department 
shows a gross profit of $2318 to date... we 
are sure Oldsmobile in the future will con- 
sistently dominate its price field.”’ 


Mallon Oldsmobile Company, Inc. 
Newark, New Jersey 


**T have been selling automobiles for over ten 
years but I have never seen owners as enthu- 
siastic as Oldsmobile owners are. This owner- 
ship satisfaction is the soundest keynote I 
know of to build on. I will gladly show my 
account books to anyone contemplating 
taking on the Oldsmobile line to prove that 
it is the most profitable car I have handled.”’ 


Earl Bengston Company 
Rockford, Ill. 


**Oldsmobile has co-operated with usin build- 
ing up our sales in a manner that far sur- 
passes anything we have received from any 
other factory in our long experience as autoe 
mobile dealers. So far this year we have 
built up a substantial net profit on Oldsmo- 
bile, as against heavy losses with other lines 
for the 3 years previous to our connection 
with Oldsmobile.”’ 


Southern Motor Car Company 
Memphis, Tennessee 


“The English language is inadequate to 
express my opinion of the value of the Olds- 
mobile franchise. Factory and zone officials 
have always been wholehearted in their 
co-operation and the product is head and 
shoulders above any competitor.”’ 


Leo P. Knoerzer 
Hammond, Ind. 


“We have found less sales resistance with 
these Oldsmobiles than we thought possible. 
Our profits have held up during the slump, 
and we have found all of our Oldsmobile 
owners 100% satisfied. We think this 1934 
car is the very best value on the market 
today, and our enthusiasm is unlimited.”’ 


Willenbrock Motor Company 


lowa City, lowa 


**T wish to thank you for the fine product you 
have given me to sell. Oldsmobile has been 
the outstanding car in its price class. I con- 
sider the Oldsmobile franchise the most 
desirable retail car contract in the automobile 
market.”’ 


Tyson Oldsmobile Company 


Seattle, Washington 


‘Retail business has come to us easier this 
year than it ever did, In analyzing our retail 
sales, it is certainly interesting to note that 
. - l ° ” oF ft . . * 
approximately 70% of our business is new 
clientele. You can readily appreciate what 
this means for increased business in 1935.’ 


The Central Motor Sales Co. 
Dayton, Ohio 


**Up to August | of this year we have sold just 
100% more cars than we sold the entire year 
of 1933. We are certain that our progress is 
going to be very steady with the Oldsmobile 
franchise and we are looking forward to 1935 
for an additional increase in business.’’ 


Stewart-Mossey Motors, Inc. 
New Orleans, Louisiana 


**Just six months ago we took this franchise 
because we thought it was a good one. Now 
we feel that it is the best franchise in the 
industry.”’ 
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Truck Company’s Success Due to Sound Methods 





St. Louis Firm 
Well Organized 
At All Points 


By EDWIN A. HUNGER 

International Harvester Co. 
St. Louis, Aug. 24.—In making 
any study on the ever increasing 





popularity of motor trucks with | 


shippers, the convenience, flex- 
ibility and durability of the mod- 
ern-day automotive hauling unit 
must receive paramount consid- 
eration. But there is another im- 
portant and leading factor—the 
many well-organized concerns 
that are taking hold and operat- 
ing fleets of trucks in the ship- 
ping business. These concerns 
are headed by careful, well- 
trained business men. They pro- 
vide a service that is hard to beat 
in efficiency and regular, safe, 
time-saving transport of goods. 

The Brashear Truck Co., 503 
S. Theresa avenue, operator of a 
fleet of some 85 motor trucks, is 
an outstanding example of the 
substantial up-to-date concern 
that it making a name for de- 
pendable and systematized truck- 
ing service. Not only does this 
concern operate an efficient fleet 
of motor trucks. It also boasts 
adequate, trained personnel, mod- 
ern freight-handling and service 
buildings that facilitate smooth, 
speedy shipment of goods. Of 
course, careful bookkeeping and 
facilities for recording facts and 
figures on maintenance and serv- 
icing of all motor trucks and on 
all shipments help a lot also to 
keep the work of the Brashear 
Truck Co. at all times on a busi- 
nesslike basis. 

Start from Scratch 

J. R. Brashear is president. His 
son, Roy A. Brashear, is vice- 
president, and Roy B. Chipps, 
secretary. Brashear started in 
1912. in the proverbial small way 
with one truck and a few teams. 
He used that first truck to speed 
the hauling of hot asphalt. In 
1914, he began long-distance haul- 
ing in a modest way by trucking 
out to St. Charles and Bellville, 
each around 20 miles away. It 
was a hard game, he said, in 
those first years, but even in that 
period he had a vision of better, 
bigger and more efficient trucks 
traveling all over the country, as 
they now are doing, saving time 
and money in hauling freight. 
Eventually, the dream became a 
reality, and Brashear and truck- 
ing leaders of his ilk—men with 
vision, substance and _ business 
acumen—played a _ responsible 
role in making that reality pos- 
sible. 

After the 1921 depression, the 
outlook in the trucking industry 
brightened. Because of careful 
management, the Brashear Truck 
Co. was able to cash in on this 
brightened outlook and so has 


Oo 


enjoyed a_ steady 
growth even since. 

Forty of the 85 Brashear units 
are tractor trucks and most of 
| these are Model A-5 and A-4 In- 
| ternationals. There is also an 
all-metal semi-trailer with sides 
of crimped steel for each. Trucks 
are rated at from 1% to 3% tons, 
and trailers from 3 to 9 tons. 
The largest of the trailers is 22 
feet long, 6% feet high (inside), 
and 8 feet wide (outside). 

Most of the trailers are utilized 
in long-distance hauling and on 
that work usually travel at night. 
They are painted a bright yellow. 
Also in the front lower corner 
on each side of each trailer is 
painted the company trade mark 
in blue, white and red. The cabs 
are painted red and hoods and 
fenders black. 

Sixteen to 22 tractor trucks and 
trailers are operated by the Bra- 
shear Co. on regular night runs 
of eight to ten hours back and 
forth between St. Louis and 
Kansas City. Terminal facilities 


and healthy 








Above is illustrated the St. Louis terminal of the Brashear Truck Co. 
feet long and 30 feet wide. 


ious trucks which bring in goods 
from St. Louis shippers, are un- 
loaded. 

Considerable long-distance 
hauling also is done by the Bra- 
shear Truck Co. to and from 
plants operated by the Interna- 
tional Shoe Co. in Perryville, 98 


Careful Records Essential 


“ BRASHEAR TRUCK CO., Inc. ..... 
REMIT TO ST. LOUIS, MO. 
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KANSAS CITY—DIVISION NO. Form 
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Teese a 
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RECEIVED PAYMENT FOR BRASHEAR TRUCK CO. tae 





Form No. 6 details the performance of each job in the shop. Form 


No. 7 
trailer. 
of the most modern type are pro- 


vided in Kansas City and St. 
Louis for receiving freight and 


reloading in the long-distance 
vehicles. The terminal at St. 
Louis is brick construction 140 


feet long and 30 feet wide. The 
front is two-stories. The rear is 
a narrow loading platform and is 
provided with ten drop doors on 
the (loading side) and nine drop 
doors on receiving side. Tractors 
and trailers back up on the load- 
ing side. Goods are transferred 
across the narrow platform with 
dispatch and minimum effort 
from the receiving side where var- 





is a ledger sheet, containing various data on each truck and 
Form 9 is the freight bill, of which five copies are made. 


miles from St. Louis, and from 
St. Clair, Sullivan, Bellville, and 
St. Charles. 

Brashear laments the loss in 
time and labor of unloading goods 
for trans-shipment to regions be- 
yond his company’s sphere of op- 
erations from his trailers to those 
of other concerns. He sees the 
day when trailers will be pretty 
well standardized and when 
trucking concerns will make suit- 
able arrangements for hitching 
their tractors to trailers owned 
by other concerns and delivering 
them to points of destination of 
goods without any loss of time 


To Keep the Company Record Clear 


Foam No! 


Brashear Truck Company 
DAILY TRUCK REPORT SY DRIVER 
Fil Ons in Duplicate 
REPLY TO LACH QUESTION 
a. 


tees { 


Treckh Me. 
Treck License Me. 


Vewther License Me. vm} 


' 
aus { 
"Marne of Oneuteur? 
Oneuttow 1 Licome No 

How mary galions of gas used toSty? 
Poe mary quarts of o| used ‘odey? 
Wher 1 your ©! presaure? 

be emergency brake OK 


isan 
Coes motor leah o!? 


Ave service brakes OK? 
Ase motor hergers cov? 
Dews redserer ook? 

ts hom OK? Aen OK? 
Any pring broken? 
Oe you knew how to 
Gord generate? 


te steering OK? 
Dees goreretor wort? 

Does motor breach? 

Ded you rave erry acc dents today? ~ 
‘Trahan Ne. 1s teaser om good order? 
bm mary Wop made? 


CS 


[ra]-=| | Were pou weighed by highway perrabman? 


f 


‘State remerks on reverse ude 
Were you questioned by ary sate. county tewn city of Mughrway oftitrale 





r 


IME mine, 
Y 


©® meconp 


The various forms shown above provide an immediate answer when there is a question of the operation 
of any unit of the company. There is even a form for the driver to fill in, detailing the daily opera- 


tion of the unit in his charge. 





He reports trouble that may have occurred to the truck that day. 





and labor in unloading and trans- 
ferring to other trailers. This 
plan would be similar to that now 
utilized by railroads in forward- 
ing loaded freight cars to unload- 
ing destinations on foreign lines. 


In addition to the business done 
by Brashear in general trucking 
in the St. Louis area, he operates 
a number of trucks on contract 
for several concerns, which are 
finished and provided with ad- 
vertising signs according to spec- 
ifications made by these concerns. 

Advertising of course has a 
place in the Brashear Truck Co.’s 
way of doing business. 

Employ Road Engineer 

There are 98 persons employed 
by the company. Care is par- 
ticularly exercised in the selec- 
tion and training of drivers. A 
road engineer who travels about 
in his own car is an especially 
effective means of keeping close 
check on all drivers. This road 
supervisor was formerly a _ top 
driver of long service with the 
Brashear Co. and_ thoroughly 
familiar with the company’s ideas 
on safety, efficient truck opera- 
tion and courteous driving. The 
knowledge that this supervisor 
might be on a driver’s trail at 
any time on any run and will 
make a report on any infraction 
of rules helps to make the driver 
more cautious. 

Then, there is a_ recording 
meter on each truck, and this 
provides a daily operating record 
of the truck. It spotlights all 
stops and particularly the un- 
necessarily long or _ irregular 
stops. On the regular long-dis- 
tance runs drivers are required to 
make certain scheduled stops and 
so it is possible to maintain con- 
tact with these drivers and de- 
liver instructions if necessary. 

As is the practice with most all 
well-established trucking  con- 
cerns, medals are awarded to all 
non-accident drivers. That Bra- 
shear drivers on the highways 
are courteous and accommodat- 
ing is attested to by frequent 
vocal and written comment re- 
ceived by the company. Among 
the letters particularly prized is 
one of thanks written by ex- 
Senator James Reed for the help 
extended him by one of the Bra- 
shear drivers when he had an 
accident in his car out on a high- 
way and for towing the car to a 
nearby service station. 


Safety Is Stressed 

Every Brashear driver has 
strict orders whenever he feels 
drowsy to pull off the highway 
and rest until he is fresh enough 
again to drive safely. A report 
must be made at the end of the 
trip regarding such stop. 

The service shop is 60x110 feet 
and is equipped with grinders, 
drill presses, washers, charging 
outfit, etc., and the six mechanics 
who are regularly employed are 
able to take care of almost every- 
thing, including major repairs. 
Space is provided in this and 
other buildings for all trucks 
when not in use. The company 
also has a big warehouse. 

Carefully kept records enable 
Brashear to know exactly how 
all units are performing and what 
it is costing to operate them. Spe- 
cial form for recording such cost 
and performance data are shown 
in accompanying illustrations. On 
Form No. 1 the driver makes his 


It is of brick construction, 140 


The firm also has terminals in other cities. 


daily report and, as is indicated, 
must answer a number of ques- 
tions. Two are made, one going 
to the shop foreman and the 
other to the manager. Form No. 
2 is a card and is filled in by 
the shop clerk. There is one of 
these cards for each size of tire 
in stock and they provide a per- 
petual inventory on tires. Form 
No. 3 is a requisition blank, is 
filled in by the shop foreman and 
kept on file by the stock clerk. 

Form No. 4 is filled in by a 
man employed as a special tire 
changer and provides a tire mile- 
age record. Form No. 5 is a daily 
time card filled in by each me- 
chanic in the shop. Form No. 6 
is a sheet on which are recorded 
various details on the perform- 
ance of each job in the shop. 
Form No. 7 is a ledger sheet, on 
which various data on each truck 
and trailer is transferred. Form 
No. 8 is a copy of a three-day re- 
cording meter record made on an 
A-5 International motor truck 
which at time of the interview 
had 162,000 miles of travel to its 
credit. 

Efficiency Rules 

Another very interesting form, 
which is reproduced in an accom- 
panying illustration (Form No.9), 
is the freight bill utilized by the 
Brashear Truck Co. Five copies 
of this bill are made and each 
is in different color. The original, 
which is white, goes to the con- 
signee, the second, which is dark 
yellow, is an office file copy; 
the third, which is pink, is the 
collection department’s copy; the 
fourth, which is light yellow, is 
signed by consignee and is a 
freight receipt, and the fifth, 
which is green, is customer’s copy 
of delivery receipt. 

There are also cards and forms 
for recording a variety of infor- 
mation on customers and other 
trucking concerns with which the 
company has interchange ar- 
rangements. 

No matter where one extends 
his study of this trucking com- 
pany’s operations, efficiency and 
tried and proved business-like 
methods prevail. 


Packard Registrations 
Show Increases in July 


Detroit, Aug. 24.—Delivery of 
cars, new prospect for sales and 
inquiries during July indicate a 
quickening of buyer interest in 
fine cars, according to M. M. 
Gilman, vice president and gen- 
eral manager of Packard Motor 
Car Co. 

“Deliveries of our cars in July 
represented a _ substantial in- 
crease over June and over July 
of last year. Our July deliveries 
gave us still further improvement 
in our price field. 

“While deliveries of our cars 
have kept up well during the 
summer and last month showed 
a most worth while increase in 
this country we have had an 
unusually good business abroad. 
Our deliveries in the export field 
have been mounting since the 
first of the year. During the 
first six months they were equal 
to more than 70 per cent of the 
total deliveries in 1933, were 
within a few units of equaling 
our total deliveries in 1932 and 
exceeded 65 per cent of the total 
deliveries in 1931.” 








Dealers Well Equipped 
Are Increasing Profits 


By E. M. LUBECK 
UPER service for motor trucks along the lines of the 
quick service now being offered by dealers for all 
makes of passenger cars opens up a new field of opportu- 
nities for profits for dealers who are willing to prepare 
themselves to offer quick service. 


While the opportunity covers all makes and sizes of 
trucks, the larger field open to@——————————— 


enterprising dealers is that of 
the lighter vehicles especially the 
smaller quick delivery jobs up 
to and including the ton or ton 
and one-half sizes, these being 
in the majority in general use 
throughout the larger cities par- 
ticularly. 

Along the routes covered by the 
heavy duty jobs, including the 
five-ton and upwards sizes with 
equally heavy trailers, the op- 
portunities are not as frequent. 
This is principally due to the fact 
that owners of heavy long-dis- 
tance equipment generally follow 
the practice of the railroad sys- 
tems and inspect and repair their 
equipment in their own shops at 
the end of certain definite mile- 
ages. 

Opportunities Everywhere 

While the bigger opportunity 
exists in the larger centers, prof- 
itable truck service business can 
also be had in the rural sections 
where there is considerable work 
in hauling farm products as well 
as fuel and supplies. It is the 
volume of the lighter jobs in use 
that offers the greater possibili- 
ties. 

Outside of the usual minor ad- 
justments and repairs the two 
most important service items on 
trucks are those of tires and 
brakes. These are brought about 
invariably through overloading. 
The wear and tear on _ both 
through constant starting and 
stopping because of city traffic 
conditions necessitates frequent 
quick repairs or adjustments. 
Consequently such dealers as pro- 
vide means for the handling of 
these items quickly have the op- 
portunity for cashing in on the 
service work needed. 


In handling these items on 
passenger car, hoists are used 
extensively but they are not prac- 
tical for loaded trucks. The new- 
er types of heavy duty hydraulic 
jacks now on the market and the 
newer types such as will be 
shown at the forthcoming parts 
and equipment show represent 
practical and yet inexpensive 
equipment for such dealers as are 
making efforts to get the truck 
service business in their com- 
munities. 


Dual Tire Hoists 

Their use is not confined to tire 
jobs as a rule as a set of four 
will jack the truck up high 
enough to handle most of the 
chassis work needed. They han- 
dle the dual rear tire jobs with 
the same speed as for single tire 
jobs and are particularly adapt- 
able for brake adjustments or re- 
pairs on the entire list of the 
lighter trucks and truck tractors. 


One dealer located along a 
main trucking artery not far 
from Detroit who is getting a lot 
of business of the quick service 
variety has taken an idea from 
the old time grease pit which 
was so commonly used by the 
passenger car service shops. In 
this case he has made it long 
enough to accommodate a com- 
plete truck tractor and trailer 
train. 


Electrically lighted for day and 
night work, the long pit permits 
the repairman to not only make 
the repairs and adjustments as 
may be needed but also to make 
an inspection check-up on all 
chassis parts. Universal joints, 
springs, transmissions can be 
checked and repaired and in the 
event of brake work the jacks 
are placed in position so that 





equalization adjustments can be 
made easily. 

For calls out on the road he 
maintains a completely equipped 


We challenge you to 
read this letter and 


not be impressed 
—INTERNATIONAL HARVESTER 


Automotive Dealers: 


There is money to be made 
with the International Truck 
franchise. The Service Motor 
Company, Superior, Wis., 
found it profitable and at- 








tractor unit with a_ seven-ton 


crane. 

While quick service facilities 
for trucks has its appeal to the 
majority of the truck operators 
in the dealers’ neighborhood or 
the nearby community, the deal- 
er should not overlook the fact 
that his greatest opportunity for 
getting service work lies in his 
ability to sell the truck operators 
and owners as well on the fact 
that he is able to handle the jobs. 


He should therefore take time 
and “sell” his shop and its re- 
pair facilities to the owners right 
at the time of selling the truck. 
All owners in the neighborhood 
who are having their work done 
elsewhere should be contacted 


tractive beyond all expec- 
tations. Call the nearest 
International Branch for 
full details about the In- 
ternational Truck con- 





tract in your territory. 


Here is what 
International 
offers: 


A complete line 
of trucks from 


¥-ton up; a reputation with- 
out equal for quality and after-sale serv- 


ice; 201 International Harvester branches which pro- 
vide the closest possible assistance in sales and service; 
International Truck finance plan on both new and 
used trucks; largest advertising campaign of any 
full-line truck manufacturer, constantly promot- 
ing the sale of Internationals in national maga- 
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Super-Service For Trucks Opens 


Up New Fie 






Id 


1 





regularly in order to show them | 
he can do the work quickly and | 


cheaper than any other repair 
shop. Full stocks of 
for the trucks_ which 
dealer sells should be carried be- 
cause a truck is a business in- 
vestment and any interruption in 
its operations is a loss of time 
and money for the truck owner. 
Wheel Service Important 
Due to conditions often beyond 
the truck owner’s or operator’s 
control one of the most import- 
ant service items is that of re- 
pairs to the wheel equipment. 
The dealer who sets himself up 
for quick truck repairs and can 


parts | 
the | 


| 


will get a lot of business. He 
should also be prepared to 
straighten out disc wheels and 


with a complete stock of tires 
will be in position to command 
a lot of business. 

The main point of interest to 


a truck operator, particularly one 


who operates a truck tractor and 
trailer outfit, will be the fact that 
the dealer who sets up the new 
type shop has facilities which 
will permit the entire outfit to 
be taken off the street and elim- 
inate any possibilities of block- 
ing traffic. 


Send your views on code en- 


either furnish new wheels and| forcement to Automotive Daily 
rims for the average sized truck | News, Detroit, today. 


zines, 
newspapers, 





















vocational publications, and through direct-mail. 


INTERNATIONAL HARVESTER COMPANY 


606 S. Michigan Ave. 


OF AMERICA 


(INCORPORATED) 


Chicago, Illinois 
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Dealers Blow Hot and Cold on Code Enforcement 


Letters Reveal 
Wide Divergence 
In View Points 





(Continued from Page 1) 
parently, it is not being enforced 
in any degree in our County at 
the present time. It is our hon- 
est belief that fully 75 per cent 
of the dealers located in our 
County are not now, and have 
not been operating according to 
the terms of the Code. In mak- 
ing this statement, it is based 
on facts as we have found them 
as we come in contact with pros- 
pects throughout the County and 
based further on the business we 
have lost that has gone to other 
dealers which, we are certain, 
offered some inducement to the 
purchaser to deal with them. 


In our opinion, the situation is 
worse now than before the pass- 
ing of the Code in that the dealer 
who is trying to live up to the 
terms of the Code is losing busi- 
ness in a greater proportion to 
the dealer who is deliberately 
violating same and, apparently, 
there is nothing being done with 
such violations. In our opinion, 
the grave mistake that has been 
made was on account of the Gov- 
ernment having failed to provide 
proper means and ways for the 
enforcement of the Code at the 
time same was put into effect. 


In the beginning, a large ma- 
jority of the dealers favored the 
Code but soon a dealer here and 
there began to go beyond the 
bounds of the terms of the Code 
until finally, since apparently 
nothing is being done about it, 
we find ourselves in a situation 
where very few dealers are now 
living up to it. We have been op- 
erating now more than eight 
months under the Code and as 
far as we know, out of all the 
violations that have been prac- 
ticed in our Community there has 
not been a single case to our 
knowledge that has been brought 
to justice. In view of this delin- 
quency on the part of the Gov- 
ernment to carry out Code com- 
pliance we feel that it is going to 
be a hard matter to ever enforce 
our Code unless some rigid meth- 
ods are brought into play. Within 
the past few days we have noted 
some action taken in different 
parts of the country against Code 
violators and we trust that it 
will only be a short time before 
some definite action shall be tak- | 
en in our local Community. 

As to some suggestion toward 
strengthening the Code: We are 
enclosing herewith a form (which 
is only a suggestion or an idea) 
which we believe would probably 
help in many cases. This form 
is simply a duplicate copy of a 
dealer’s original invoice which 
sets forth fully the transaction in 
case of a new car sale and 
carries with it a sworn statement 
of all parties connected with the 
transaction, including the sales- 
man making the sale as well as 
the purchaser. 

We understand that the Motor 
Vehicle Retailing Code is not a 
purchaser’s Code but, in our opin- 
ion, it is going to be necessary 
in some way to bring the pur- 
chaser into the transaction. We 
know that recently we, ourselves, 
lost several sales where the pur- 
chaser was allowed more than 
the Code allowance for his used 
automobile and then stated that 
he did not feel that he had done 
anything wrong in being able to 
realize more for his automobile 
but if these same men had been 
called upon to sign a sworn state- 
ment that they were not allowed 
more than Code allowance and 
they would not have been a party 
to the transaction. 


Also, in our opinion, if a dealer, 
as well as a salesman, is required 
to give a sworn statement as to 
how the transaction was made 
they will be more careful in prac- 
ticing the Code violation. This 








form should be sent in to the It is our hope, and we believe 
local Code authorities which | there will yet be worked out some 
would give them a clear picture| plan by which it will be a hard 
how all transactions are made]! matter for a dealer to sell a new 


automobile in violation of the 
Code and be able to get away 
with same. 


and they would be able to check 
into more easily these cases re- 
ported as being a violation. 


Affidavit Form Suggested by D. G. Higgins 













MAKE MODEL SERIAL No. MOTOR No. DESCRIPTION Amount 
| 

Chev. Coupe 9AE-2091 583690 || New 1934 Chevrolet 
Coupe 
F. O. B. $582.00 
Frt. and Handling 82.50 
Extra Equipment 10.00 
Finance Charges 
Total Sale $674.50 
Settlement 
Cash on delivery 462.25 
Used Car—Ford 
Year Model—1931 
Type—Sedan 
Serial No. A-68452 
Motor No. 9385421 
Allowance 212.25 
Notes 
Total Settlement 





















DEALER'S AFFIDAVIT 


State of Florida, 
County of Pitts. 

Personally appeared before me John Smith, manager of the Uptown Motor Company, who 
having been duly sworn says that he is familiar with the transaction as shown by the above 
invoice, and that all matters pertaining thereto are true and correct. Further, that no con- 





Finds Code a Conspiracy 
Which Hampers Dealers 


By R. H. LONG 
R. H. Long Motor Sales Co., Farmingham, Mass. 


We are pleased to accept the 
invitation to state our views con- 
cerning the operation of the au- 
tomobile code. We are much op- 
posed to this code. When it was 
established dealers generally ap- 
peared to favor it and we did not 
choose to oppose the opinion of 
the majority. 

We mention the following rea- 
sons why the code is a calamity 
to the automobile dealers and 
manufacturers as well. 

First, it is an organized con- 
spiracy against the good will of 
the automobile owners who are 
customers of the automobile deal- 
ers. 

It has reduced the volume of 
business beyond dispute. A com- 
parison of the sales from July to 
December, 1933, before the code 
was established with the sales 
from January to June, 1934, 
shows a reduction in volume in 





cent. Business volume the first 
six months of any year should be 
at least 60 per cent greater than 
the volume of the six months of 
the preceding half year. 

Figures on this basis show the 
serious losses to automobile deal- 
ers. 

Fixing prices to be allowed for 
used cars is a very foolish scheme. 
An organized conspiracy that 
suggests employing spies and 
stool-pigeons is not a respectable 
adventure for any business. The 
whole scheme of the automobile 
code puts automobile dealers into 
straight-jackets and attempts to 
practice long distance manage- 
ment that can never be success- 
ful. 

The plan to fix the same price 
limit for all dealers to allow on 
used cars is unfair to the deal- 
ers and manufacturers of high 
priced cars. The automobile own- 
er resents being denied the op- 


sideration whatever was offered the purchaser aside from what the invoice shows that would 
constitute a violation of the Motor Vehicle Retailing Code. 


Signed: John Smith 
Dealer 
Sworn to before me this the [4th day of August, 1934. 
Henry Thomas 
Notary Public for Florida, 
SALESMAN’S AFFIDAVIT 
State of Florida, 
County of Pitts. 

Personally appeared before me, Bill Jones, salesman for Uptown Motor Company, who 
having been duly sworn says that he personally sold the automobile to Mr. John Doe as shown 
by the above invoice, and that all matters pertaining thereto are true and correct, Further, 
that no consideration whatever was offered or given the purchaser aside from what the invoice 
shows that would constitute a violation of the Motor Vehicle Retailing Code. 

Signed: Bill Jones 
Salesman 
Sworn to before me this the 4th day of August, 1954. 
Henry Thomas 
Notary Public for Florida 
PURCHASER’S AFFIDAVIT 
State of Florida, 
County of Pitts. 

Personally appeared before me, Mr. John Doe of the State and County aforesaid, who having 
been duly sworn says that he this date purchased from Bill Jones, salesman for the Uptown 
Motor Company the new automobile as shown on the above invoice and that all matters per- 
taining thereto are true and correct. Further, that no consideration whatever was offered me 
aside from what the invoice shows that induced me to purchase said automobile. 

Signed: John Doe 
Purchaser 
Sworn to before me this the [4th day of August, 1934. 
Henry Thomas 
Notary Public for Florida 





Taylor Champions Code; 
Attacks Bury Attitude 


By GEORGE M. TAYLOR 


Taylor’s, Inc., 

I have just read the rambling 
letter by M. H. Bury, of Bury & 
Holman, Inc., Philadelphia, and 
I am frank to say that if half 
hearted dealers, as indicated by 
his letter, are attempting to keep 
the dealers code we certainly 
would be in a very sad predica- 
ment. I can see by the under- 
tone of his letter that he him- 
self is not sold on the code, par- 
ticularly in the paragraph in 
which he states: “A large por- 
tion of the automobile buying 
public in Philadelphia who, if 
their car is in generally good 
condition, refuses to let the gov- 
ernment or anybody else tell 
them what it is worth or how 
much can be allowed for it.” This 
paragraph indicates that he is 
permitting the public or some- 
body else to tell him how much 
can be allowed for different auto- 
mobiles when as a matter of 
fact the code merely tells him 
how much he can allow, which 
values are based entirely upon 
the resale values of the same 
cars in his territory. 

He goes on to state that a 
prominent fleet owner in Phila- 
delphia is elated because he is 
receiving more for his used cars 
this year than he could hope to 
get last year. May I call his at- 
tention to the fact that under the 
code no dealer is constrained to 
pay more for a used car than it 
is worth. Code prices set a 
maximum allowance not a price 
that must be allowed. 

I do not know what line of 





Detroit, Mich. 

Chrysler cars he sells but if his 
statement is true in which he 
says: “Our sales at retail are 
beneath those of last year.” May 
I ask him to look on page 14 of 
the Aug. 18 issue of the Automo- 
tive Daily News and looking at | 
the results for the ffirst six 
months of Chrysler products over 
the same six months of last year. | 


The code has not apparently | 
hampered all dealers. 
Possibly, we are the type of 


“trouser pocket dealer” that this 
man speaks about but we have 
had no trouble operating under 
the code. 

The code as administered in 
our area is without question a 
God-send to the dealer, the sales- 
man and to the public. We can 
employ straight-forward salesmen 
with straight-forward sales meth- 
ods. We can look Mr. John H. 
Public straight in the face assur- 
ing him that he is getting maxi- 
mum value for his automobile 
without any reference to code re- 
strictions or anything else. We 
can take in his second-hand car 
with confidence that we are not 
going to effect a loss on his par- 
ticular deal; and I want to go so 
far as to say that the dealer who 
tolerates or condones refunds, 
over allowances, donations or any 
other kind of subterfuge for the 
purpose of consummating a sale 
is in my opinion no better than 
an ordinary pickpocket whe is 
foolish enough to think that he 
can profit by picking his own 
pocket. 








portunity to bargain in a trade 
for his automobile. 


business that dealers should have 
received of not less than 25 per 





* AIRWHEEL is Good- 
year’s trade-mark, reg- 
istered in theU.S.A.and 
throughout the world, 
and is used to denote 
that Goodyear is the 
exclusive maker of 
AIRWHEEL fires 
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STEADILY increasing list of new cars 

are coming from their factories on big, 

buoyant, super-soft tires — an advance pio- 
neered by Goodyear. 


And here’s the significant fact about this 


new type of equipment: 


Five times as many AIRWHEELS are in use 
today as all other ‘super-soft ” tires combined! 


x 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 
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Safety Glass to Feature 


Special Sales Campaign 


Toledo, Aug. 24.—With nine 
states already requiring safety 
glass in automobiles and other 
states considering legislation to 
make its use compulsory, safety 
glass all-around in motor vehicles 
will play an important part in 
the sales campaigns of leading 
manufacturers this Fall, it is in- 
dicated by automotive sales of- 
ficials. 

Although all manufacturers are 
installing safety glass in the 
windshields and ventilators of 
their cars as standard equipment 
to meet the new conditions, there 
is a growing demand from the 
public for this greater protection 
in all the windows. Leading pro- 
ducers expect to benefit by this 
demand through featuring in 
their sales campaigns a plan for 
obtaining safety glass all-around 
at the lowest costs in the history 
of the industry. 

G. M. Offer 

General Motors already has an- 
nounced a plan for providing 
buyers of General Motors cars 
with added safety protection 
through an offer to install safety 
glass in all windows of its cars 
at actual cost. 

The corporation’s dealers have 
been notified of the plan and the 
new price policy, which is ex- 
pected to prove a definite sales 
stimulus throughout the country. 
While the windshields and venti- 
lators of all General Motors cars 
are equipped with safety glass as 


standard equipment, the non- 
shatterable glass will be placed in 
all windows at a very nominal 
price, it was announced. 
L.-O.-F. Plans Drive 

Officials of the Libbey-Owens- 
Ford Glass Co., one of the world’s 
largest manufacturers of safety 
plate glass, announced that they 
will back the special sales drives 
of the automobile producers with 
the biggest advertising campaign 
ever put behind safety glass to 
“tell the world that safety glass 
all around is available at new 
low prices.” The campaign will 
feature such themes as “A car 
is no safer than the glass in its 
windows” and “Protection for 
those who Ride in the Back”, it 
was announced. Dealers will be 
urged to make “safety glass all- 
around” an important part of 
their sales presentation to pros- 
pects. 

The Libbey-Owens-Ford Glass 
Co. has assigned specially trained 
men to give illustrated talks to 
dealers and their salesmen on the 
importance of emphasizing the 
need of safety glass protection in 
the windows and the new low 
prices at which it is now avail- 
able. 

This special campaign to edu- 
cate dealers and public on the 
value of safety glass all-around 
in new cars will be carried to 
every important distributing cen- 
ter in the United States, it was 
stated. 





Association Advises Type 
Of Used Car Advertising 





Omaha, Aug. 24.—-The Nebraska 
Automobile Dealers Assn. have 
outlined a system of used car 
advertising for the dealer mem- 
bers of the association. The as- 
sociation reports that since the 
suggested program has been in 
operation advertising costs on 
used cars have been materially 
reduced, without an appreciable 
reduction in the amount of busi- 
ness from this source of adver- 
tising. 

The group does not try to leg- 
islate the advertising activities of 
its members, but rather to make 
recommendations that have been 
found profitable in actual work- 
ing instances. 

The recommendations, in part, 
advise a maximum of one column, 
eight inches classified, or eight 
inches classified display, but not 
both types of advertising in the 
same daily. Exceptions to this 
recommendation include special 
display at the time of special 
sales drives. 

As to special sales, it is stated 
that they may be held by any 
dealer, not to exceed once in any 
month, and for a period of not 
longer than one week. It is nec- 
essary for the dealer to notify 
the secretary of the dealer group 
three days in advance of the sale 
of his intention to hold such sale. 

Regarding special prices, the 
group says: 

“The practice of advertising 
special prices, cut prices, lowest 
prices in town and _=e similar 
phrases has frequently been in- 
dulged in without any actual 
changes in the prices of the cars 
offered. This practice is obvious- 
ly unfair and is intended to mis- 
lead the public. It is doubtful 
if it misleads the public as much 
as it misleads the dealers’ own 
sales people, who cannot be ex- 
pected to maintain respect for the 
proprietor ... who advertises cut 
prices and does not give the 
salesmen the benefit of such cut 
prices.” 


Hercules Appoints 


Canton, Ohio, Aug. 24.—Recent ad- 
ditions to the sales force of Her- 
cules Motors Corp. include L. R. 
Smith, who has rejoined the organi- 
zation as assistant sales manager, 
and Charles Dahlquist and G. 
Rasey. 
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Oakland Chevrolet Plant 
Has 250 Unit Army Order 


Oakland, Aug. 23.—The local 
Chevrolet plant is turning out 250 
trucks to be delivered to the War 
Department for use throughout 
the West, according to K. M. 
Chase, Pacific Coast regional 
manager. This is claimed to be 
one of the largest single orders 
ever placed with the Chevrolet 
plant here. 

Delivery will be made to Army 
posts throughout the Rocky 
Mountain and Pacific States. 
Most of the trucks will be of the 
convoy type, with tarpaulin tops 
and interiors fitted for trans- 
porting troops. Others are of the 
“dump” variety, for the hauling 
of supplies and material and per- 
forming general service. 


Knudsen to Address 


GM Institute Grads 


Flint, Aug. 24.—William S. 
Knudsen, executive vice-president 
of General Motors Corp., will de- 
liver the commencement address 
at the annual commencement ex- 
ercises of the General Motors In- 
stitute to be held Tuesday eve- 
ning, Aug. 28. Charles E. Weth- 
erald, vice-president of the Board 
of Regents of the Institute will 
present diplomas to 76 graduates. 

The new term will start Oct. 1, 
and indications are that an un- 
usually large class will be en- 
rolled. 


Newspaper Ad Tells 
End of Cleveland Strike 


Cleveland, Aug. 24.—A full-page 
advertisement in the CLEVE- 
LAND PLAIN DEALER Aug. 19, 
signed by 25 Ford dealers in 
Cuyahoga County (Cleveland) an- 
nounced to the public that the 
mechanics strike had been 
amicably settled, and the dealer- 
ships would reopen Aug. 20. The 
strike had been in progress since 
July 23. 

The strike was ended when 
representatives of the agencies 
and officers of the Auto Me- 
chanics Union signed an agree- 
ment covering wages, hours of 
employment, and working condi- 
tions. 


In the Middle of a Record 





Harry Hartz is advised of his time during the recent speed tests in 


Vary Marketing Plan 


Dayton, Ohio, Aug. 24.—The Day- 
ton Rubber Mfg. Co. will, in the 


the Imperial Airflow at Muroc Dry Lake, Utah 


future, market two of its major 
products, Dayton fan belts and Day- 
ton red tube radiator hose en a 
direct-to-jobber basis. 


Ford to Install 
New Generator 


At River Rouge 





Detroit, Aug. 24. — The Ford 
Motor Co. will add a 110,000-kilo- 
watt turbine generator to its 
River Rouge power generating 
plant that will be even more ef- 
ficient than the similar one which 
was placed in service in the same 
station in 1930. It is to be made 
at Schenectady by the General 
Electric Co., which also built the 
preceding unit. 

The previous unit was the most 
modern steam turbine generator 
then conceived; the new one, 
which will incorporate several 
new engineering features, will be 
the first large unit anywhere in 
the world to operate at 1,200 
pounds pressure and 900 degrees 
Fahrenheit. 

The k’ord company also is ob- 
taining from the General Elec- 
tric Co. a 15,000-kilo-watt non- 
condensing turbine for installa- 
tion in the same station. 





One reason why Timken 
and Wisconsin Full-Floating Axles 


are better... 


.. the 


TIMKEN 





Torsion-Flow” AXLE SHAFT 


d 


“Torsion-Flow” Axle Shafts are so proportione 
that twisting strains are uniformly dis- 
tributed throughout the entire length; @ 
no accumulation of local stresses to 


cause unnecessary breakage. 


“Torsion-flow” begins at the forges where the 
“grain” of nickel chromium steel is controlled 
to upset a flange that will not “pop off”. Heat 
treatment gives maximum strength and maxi- 
mum windup, with no permanent set. Shock 


loads are cushioned. 


Wide Bearing Spacing—wheel bearings have 
large capacity for combined radial and thrust 


loads. Correct bearing adjustme 


Timken “Taper-Lock”— split tapered bushings 
hold the heat-treated alloy steel studs so that 


flanges can't work loose. 


There's a tendency to feel that the words “full- 
floating” are somehow a magic solution of rear 


axle problems. 


Full-floating design has important advantages; 
but it is not a substitute for correct materials, 
proper design born of practical experience, 


and precise machining. 


Timken and Wisconsin Driving Axles are full- 
floating; but their most vital feature is that 
Timken and Wisconsin make them. 
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nt is simple. 
Torsion-Flow Shafts. 


flange. 


Below . 


AXLES 


THE TIMKEN-DETROIT AXLE CO., Detroit, Michigan 
WISCONSIN AXLE CO., Oshkosh, Wisconsin 


Above... Steps in forging 


Right . . . Note the grain-flow 
of the steel from shaft to 


. . Wide, strong, 
bearing spacing and “‘Taper- 
Lock” of flange studs. 
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Antomotive Baily News 


FOURTH WEEK IN AUG. 
1926-1933 
| 





1926 
Stutz Motor Car Co. establishes 
outlets in 14 countries. . .. Tire 
shipments for six months reach 
4,361,660. . . . Fleet insurance is 
barred by Massachusetts law. .. . 


Great gain is reported in the use of 
gasoline in the last six months.... 
Uncle Sam’s new giant bomber is 
powered with an 825 h.p. motor of 
the V-2500 type developed by the 
Packard Motor Car Co... . Inven- 
tory taking and introduction of new 
models in the automotive industry 
are reflected in a decline of produc- 
tion during the past month. 

General Motors export for the half 





| held 


manufacturers are optimistic in the 
face of lower schedules. .. . Detroit 
activity is off in August as payrolls 
are low and tool buying is light... 
Eastern motor vehicle commissioners 
join with NACC in safety plans. 
. Bendix Foundation is formed to 
assist schools and_ scholars. . 
Financial survey shows that auto- 
mobile companies are in excellent 
condition. . . . MEA completes na- 
tional regional organization plan. 


1933 


International automotive congress 
at Chicago under auspices of 
Society of Automotive Engineers. 
. Chevrolet announces new com- 
pensation plan for salesmen. 








year show an increase of 52 per 
cent. ... Gain is registered’ in 
Detroit employment. 

1927 


Agitation for a two cent gasoline | 
tax is under way in New York state. | 
‘ Organization of National Auto- | 


motive Salesmen’s Assn. is com- 
pleted. . . . Yellow Truck lets a 
contract for the main building of | 


the new $8,500,000 plant at Pontiac, 
Mich., to J. A. Utley of Detroit for 
$1,250,000. . .. Farmers of Nebraska 
spend wheat money on new automo- 
biles. . . . Automotive Equipment 
Assn. urges motorists to join in war 
against the 3 per cent automobile 
tax. - Parts Makers exhibit their 
wares at show in Cleveland. 
Industry’s employment declines 6 
per cent in July. . Twelve out of 
every 1,000 motorists get stuck once 
a month on account of no gas. 


1928 


Motor buses are to provide coast- 
to-coast service. . . . New Cadillac 
and LaSalle lines are announced this | 
week... . Announcement is made by | 
Olds Motor Works of an additional 
expansion to the plant in Lansing 
to cost approximately $1,500, 000. 

. A. R. Erskine is named chair- 
man of the board of the Pierce- 
Arrow Motor Car Co. . Predict 
million car mark in Canada by the 





end of the verr . Car excise 

ta? -ollecte by U. S. drop $14,- 
‘ 5. . Pa nent 
ales are best in the history ol the 

coanir . Ford Model A atput 
kes 5 090 daily. . Chrysler is 

to huild ¢ issemblw plant at Oak- 

sana, Calif. . Goodyear LubLber 

asks for bigger Philippine area. 

1929 


U. S. Rubber centers its tire ac- 
tivities in Detroit. Goodrich will 
absorb Hood Rubber Co. Ford 
of Canada holds silver anniversary 
fete at Windsor, Ont. Oakland- 
Pontiac opens a parts depot on the 
West coast. . . . Philadelphia stops 
sale of used cars on Sundays as 
“luxuries.” . Hoover sees confer- 
ence on highways as an aid to peace. 

. . Daily crude oil output gains 
45,550 barrels. . Detroit Steel 
Products is planning a new spring 

plant. . . . General Motors spends 
$50, 000,000 in huge expansion plan. 

. Chinese automobile dealers form 
an “association. . Rauch & Lamb 
develop new gas-electric automobile. 
. Studebaker adds new custom 
delivery line. 
1930 

William C. Durant is back again 
as president of Durant Motors, Inc. 
* . Dealer car stocks throughout 
the country are put at 350,000. 

Car and truck manufacturers main- 
tain working capital at same levels 
as last year. . National Bus Assn. 
seeks stabilization of local bus rates. 

. . Used car sales are low but 
dealer stocks reach the lowest point 
in many years. . Recent price 
cuts boost sales of motor cars. 
Automotive exports off 44 per cent 
in first half of 1930. . Motor 
vehicle production in first seven 
months is 14 per cent below the 
three average. . - Argentina is best 
market for U. s. tire casings. 
August business holds to July levels. 


1931 


Motor plants are reported to be in 
the market for new model materials 
and supplies. . Chrysler sues City 
of Hamtramck ‘alleging unjust tax- 
ing. . Hupmobile urges uniform 
traffic code. . Pittsburgh mills 
feel effect of automotive steel buy- 
ing. ... Goodyear company is study- 
ing plans to stabilize its employ- 
ment. . . . Detroit looks forward to 
1932 and sees battle in low priced 
field. . . . General Motors’ net profit 
volume in second quarter is highest 






since 1928... . Connecticut car 
dealers say that restrictions are 
hurting trade. ADN finds 
August output is about 180,000. 

1932 

Detroit is cheered by better sales 
as production schedules lag... 
General employment on arouses 





hopes of automobile men. . Steel 
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Motors to date has had more than 
4,000,000 visit its building at the 
Chicago Fair... . Mid-summer meet- 
ing of Packard preliminary to the 
announcement of the new models, 
attended by 1,000 distributors, deal- 
ers and salesmen. 


Brewster-Green 
Bridgeport, Conn., Aug. 24— 
Myron E. Brewster-Green, former 


executive of the old Locomobile Co. 
of America here, and first manager 
and one of the founders of the 
Bridgeport Manufacturers’ Assn., 
died recently in La Jolla, Cal. Dur- 
ing part of the time he was with 


Employ Three Shifts At 


Factory in Milwaukee 


Milwaukee, Wis., Aug. 24.—The 
Hexcel Radiator Co., manufac- 
turer of automobile hot water 
heaters and commercial and in- 
dustrial radiators, expects to turn 
out about 250,000 heaters in the 
next four months. Two shifts 
are now operating with 160 em- 
ployed, while a third shift is to 
be added employing 50. Last 
year about 80 were employed at 
this time. 


Fred M. Optiz, operator of the 
plant, will move the concern to 





chased his old plant, which is 
being renovated at a cost of ap- 
proximately $20,000. Production 
of air conditioning equipment 
will be added when the firm 
starts operations in Racine about 
Dec. 15. 


U.S. Tire Men to Picnic 


Detroit, Aug. 24.—Employes of the 
Wo me Tire Co. and their families 
will have an all-day picnic at Jeffer- 
son Beach, Saturday, Aug. 25. A 
parade of 400 employes’ cars will 
precede the outing, starting from 
the factory at 10 a.m. An attend- 




























































































































































































































































































Third annual scholarship awards Locomobile, Mr. Brewster-Green was . ance of 3,000 men, women and chil- 
made by Fisher Body Craftsmen’s| secretary to A. L. Riker, head of| Racine about Dec. 1. Formerly| dren is expected. A program of 
Guild at Chicago. . General | the engineering department. located in that city, he has pur-' athletic games will be given. 
These cumulative figures, showing the number of new automobiles registered In each state during the preceding month are published In Automotive Daily News 
immediately upon release twice weekly. Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co. and 
Metropolitan New York area which are compiled by Sherlock & Arnold. 
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Rubber Firm Requests 


Hearing on Wage Rates 


Washington, Aug. 24.— Public 
hearing was held this week on 
the application of the McClaren 
Rubber Co., Charlotte, N. C., for 
exemption from the wage provi- 
sions of the rubber tire manufac- 
turing industry’s code. The code 
specifies a minimum wage of 40 
cents an hour, or the same rate 
as in July, 1929, but in no case 
less than 35 cents an hour. The 
company wishes to pay some of 
its less skilled workers at the 
rate of 30 cents an hour. 


Opposition to the proposal was 
oenees 4 in letters from the 





Lee Rubber & Tire Co., the 
Pharis Tire & Rubber Co., the 
Charlotte Central Labor Union 
and national officials of the tire 
workers’ union. 


Takes Trade Name 


Dayton, O., Aug. 24——-The Dayton 
Rubber Mfg. Co. has been nick- 
named “Dayco,” taken from the 
words “Dayton” and “company.” It 
promises to become as popular as 
“Sunoco,” taken from the words 
Sun Oil Co.; “Armco,” meaning 
American Rolling Mill Co., and 
“Delco,” or Dayton Electric Light 
Co. | 

The Dayton Rubber Co. has named | 
its recently introduced printing | 
| press roller “Dayco.” 











Peak Employment Figure 
Reported by U. S. Rubber 


Detroit, Aug. 24.—Employment 
at the Detroit plant of the United 
States Tire Co., the only tire 
plant in Detroit, reached the fig- 
ure of 3,594 the middle of August. 
This represents a peak for that 
season for the past decade. Op- 
eratives are working on a 30- 
hour week. 

An official of the company 
said: “Ninety-seven per cent of 
workers, office and executive in- 
cluded, are members of our mu- 
tual benefit organization, which 
has received and disbursed very 
close = $15,000 in the last six 


months. 


In the 18 years that it 


has been operating, receipts and 
disbursements have totalled $350,- 


000. Only one of our families is 
on our welfare list and we know 
of none on City Welfare.” 


Managers Transferred 


24—E. S. Wellock, 
for the last six months manager of 


Detroit, 


Aug. 





the Chevrolet Motor Co. 


Atlanta, 
manager of the Chevrolet Bay City 
at Detroit 
vice-president 


plant, 
by 


Motors 


Cc. E. 


Sz aginaw. 


Ga. 


it was 


steering 


has be 


announced 
Wetherald, 
in charge of manufacturing. 
lock succeeds E., 


gear 


en 


S. Wallace, who has 
been named manager of the General 
division, 


REGISTRATIONS 37° STATES JULY 1934-1933 


The complete cumulative figures will appear every Saturday, 
states today include Massachusetts, 


New 








Nebraska, 


NASH GROUP 





New Hampshire, 


New Jersey, Ohio, 


NON-AFFILIATED MANUFACTURERS 























until all 48 states or completed United States totals for the month have been printed. 
Pennsylvania and Vermont. 
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Wel- 
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Clark Named To 
Deputy Post In 
NRA Truck Code 


Washington, Aug. 24.—Charles 
P. Clark, formerly associated 
with the National Automobile 
Chamber of Commerce and more 
recently general manager of the 
American Automobile Assn., has 
been made assistant deputy ad- 
ministrator of NRA in charge of 
the trucking industry code. 


He brings to his new position 
approximately 20 years experi- 
ence in the automotive field and 
prior to his selection for the post 
he had served as administration 
Code 

in- 





Authority of the 
dustry. 

After a World War experience 
identified with transportation, 
Mr. Clark joined the Studebaker 
Corp. in 1919, severing this con- 


trucking 


| nection after several years to as- 


sociate himself with the National 
Automobile Chamber of Com- 
merce as its western representa- 
tive. His territory covered 11 


| western states. 


Five years later, Mr. Clark re- 
turned East to manage the com- 
mercial vehicle division of the 
AAA. In this post, he organized 
the bus division which later be- 
came the National Assn. of Motor 
Bus Operators. 


It was in 1925 that Mr. Clark 
was appointed general manager 
of the AAA, a position he held 
until Jan. 1 of this year, when he 
resigned to become identified with 
NRA. 


The new deputy administrator 
supplants Charles L. Dearing, 
who resigned to return to his 
former position with the Brook- 
ings Institution, Washington. 


Uses More Reh? or 
Montreal, Aug. t, ~~ Impoi of 
crude rubber into Canada for use in 
Canadian rubber industries in the 
first half of th current year 
amounted to more than 31,000,0¢ 


it $2,259,345, as com 
pared with 16, 087, 770 pounds, valued 
at $752,504, in the corresponding 
six months of last year, says a re- 
port issued by the department of 
trade and commerce. Correspond- 
ingly, exports of rubber products 
manufactured in Canada have in- 
creased in value from $3,125,719 to 
$5,902,236. 


pounds, valued z 
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Leaf Spring Men 
Meet in Detroit 


Detroit, Aug. 24.—The Leaf 
Spring Institute of America, a 
co-operative organization repre- 
senting almost every leaf spring 
manufacturer in the United 
States, held its annual election of 
officers Wednesday night at the 
conclusion of a two-day executive 
convention in the Book-Cadilac 
hotel. 

The following were elected: C. 
C. Bradford, Eaton Products Co., 
Cleveland, president; F. E. Bad- 
ger, Detroit Steel Products Co., 
Detroit, vice-president; F. J. 
Trainor, Trainor National Spring 
Co., New Castle, Ind., vice-presi- 
dent; G. B. Secor, Mather Spring 
Co., Toledo, and L. S. Moremont, 
Moremont Automatic Products 
Co., Chicago, members of the 
executive committee. 

J. H. Shoemaker, national com- 
missioner of the leaf spring in- 
dustry, presided. He announced 
that discussion on plans and de- 
velopments for an experimental 
car built by the institute and re- 
ports on a new uniform specifi- 
cation catalog and discussion of 
the leaf spring co-operative com- 
pliance activities code comprised 
the major part of the business 
sessions. 

J. B. Rouen, United States 
Spring and Bumper Works, Los 
Angeles, represented Pacific coast 
manufactures. 





Hercules Motors 
Adds New Engine | 
To Diesel Line 
Canton, ee hi Hercules Mo- 


tors Corp. announces an addi- 
tion to their line of six cylinder 





Diesel engines in their model 
DRXB—4*« by 5% inches. This 
engine, with a displacement of 


474 cubic inches and an N. A. C. 
C. rating of 45.9 horsepower, de- 
velops 120 horsepower at 2000 
RPM and a maximum torque of 
340 ft. lbs. This engine inter- 
changes with the Hercules gaso- 
line engines known as the “YX” 
and “RX” series in installation 


measurements. 
The engine is a full Diesel of 
the 


auxiliary combustion cham- 





ber type which controls the burn- | 
ing of the fuel. Aluminum alloy | 
pistons are used. 

Lubrication is forced feed to 
all main and connecting rod 
bearings, wrist pins, timing gears | 


and the overhead valve mechan- | 
ism. Splash, or throw off, from | 
the rod bearings lubricate the 
cylinder walls. 

This model is also built into 
complete power units, either fully 
enclosed or as open types, such | 
as are regularly used for oil field 
service and general industrial ap- 
plication. The model is converted 
for marine use. 


Take Airflow Photos 


Detroit, Aug. 24.—The story of | 
the record breaking trip of the} 
Chrysler Airflow cars, which have 
now accumulated over 20 official 
speed and endurance records on the 
salt beds at Salduro, Utah, and | 
other points in the West, will be} 


shown on the screen this Fall and 
Winter. 

A camera crew from the Wilding | 
Picture Productions studios is ac- 
companying the Airflow cars and | 
has recorded all of the outstanding | 
events of the 2,000-mile record break- 
ing tour. According to present | 
plans the motion pictures taken on 
this trip will be an important part 
of a sound film to be released by 
Wilding for the Chrysler Corp. dur- 
ing the coming season. 





| ty merchants 


|} the fact that 


| ern California. 
passenger 
| the ten best sellers in Angeleno- 
| land were: Ford, 9877-5432; Chev- 
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And What’s This For, Mother? 





Little Johnnie Kinane and his mother, Mrs. F. J. K inane, were a part of the group of Knights of Col- 
umbus delegates to the International Convention in Detroit who made a tour of the Plymouth plant to 
see for themselves how big scale production is carried on. 


Far West States Show 
Sales Gains This Year 





By JOHN C. 


Los Angeles, Aug. 24.—Indica- 
tions are that despite the handi- 


| cap of serious strikes in July at 


the four Pacific Coast ports of 
San Francisco, Los Angeles, Seat- 
tle and Portland, automobile 
merchants of California, Wash- 
ington, Oregon, Utah and Ari- 
zona when the complete returns 
are revealed, will in the 
gate show a seven months gain 
of close to 20 per cent over this 
period of 1933. 


New passenger car registra- 
tions already reported for the 


counties in California and 
three key markets of Portland, 
Oregon, Salt Lake City, Utah and 
Phoenix, Arizona in the aggre- 
gate show a 13.5 per cent, 66254- 


58329, increase over those of 1933. | 


Seven months sales reported in 
the state of Washington, how- 
ever, disclosed a 56.6 per cent in- 
crease over those of last year. 


Despite the longshoremen’s 
strike at Los Angeles and com- 
bined maritime and general walk- 
outs at San Francisco harbor, 
48 of the 58 California counties 
scored a seven months gain in 
new passenger car registrations 
of 21.9 per cent, 59136-48494, over 
1933. 


The 47 northern counties made 
a 31.1 per cent, 29835-22741, gain 
over the 1933 7-month period. 
Comparative registrations of the 
ten best sellers were: Ford, 8490- 
4209; Chevrolet, 6658-6635; Plym- 
outh, 5674-4156; Dodge, 1547-1546; 
Studebaker, 1202-430; Oldsmobile, 
1127-339; Buick, 1035-902; Pontiac, 
770-772; Chrysler, 531-578; Gra- 
ham, 395-333. 

Though the Los Angeles coun- 
emerged with a 
far lower sales increase of 13.7 
per cent, 29301-25752 to date, An- 
gelenos can point with pride to 
in the first seven 
months of this year their auto- 
mobile sales as a whole were only 
331 less, 29301-29835, than those 
of the entire 47 counties of north- 
Comparative new 


car registrations of 


rolet, 5675-7333; Plymouth, 4368- 
4103; Dodge, 1449-1141; Stude- 
baker, 1141-485; Oldsmobile, 1095- 
551; Buick, 1074-945; Willys, 907- 
739; Pontiac, 826-878; Hudson, 
374-72. 

Comparative sales records of 
the three low-priced leaders in 
the Golden State at large in the 
aggregate were: Ford, 18367- 
9641; Chevrolet, 12333-13968; 
Plymouth, 10042-8259. As a whole 
they showed a total increase of 
27.8 per cent, 40742-31868, with a 
rise in their ratio to total sales 
from 65.7 per cent in 1933 to 68.8 
per cent in 1934. 


In spite of the July strike at 
both Seattle and Portland auto- 


agegre- | 


WETMORE 
mobile merchants in the Pacific 
northwest made sensational sales 
gains over the first seven months 
of last year. Contrasted sales in 
Washington and Oregon in the 
aggregate were 22198-14335, an in- 
crease of 54.8 per cent. 
spective seven months registra- 
tion gains were 56.6 per cent for 
the former state and 54.8 per cent 
for the latter. 
Contrasted seven 
in Multinomah Co. 


months sales 
of the ten 


| Portland leaders were: Ford, 809- 


486; Chevrolet, 804-839; Plymouth, 


first seven months of 1934 for 48 | 708-547; Dodge, 213-186; Hudson, 


the | 
| bile, 122-49; Buick, 118-100; 


Oldsmo- 
Pon- 
tiac, 115-109; Studebaker, 106-42. 

Washington’s comparative 7- 
months sales in its 3 key markets 
of Seattle, Spokane and Tacoma 
were 1424-1145, which was an 


164-72; Graham, 141-77; 


| aggregate gain of 24.3 per cent. 








Contrasted registrations of the 
three counties of their respective 


Their re- | 


locations were: King, 872-807; 
Spokane, 323-221; Pierce, 229-117. 
Aggregate sales of the low priced 
leaders in these counties were: 
Ford, 367-216; Chevrolet, 352-311; 
Plymouth, 256-203. 

The two far west inland states 
of Utah and Arizona as a whole 
made about as good as seven 
months showing as did the two 
Pacific northwest states. 

Salt Lake City’s contrasted 
sales were: 2019-1497, an increase 
of 34.8 per cent. Its three lead- 
ers in the month of July were: 
Ford, 114-51; Chevrolet, 92-65; 
Plymouth, 53-68. 


Dayton Sales Gain 


Dayton, O., Aug. 24.—Sales of new 
automobiles in Dayton and Mont- 
gomery county for the fiscal year 


| ending June 30, 1934, éxceeded sales 


for the year ending June 30, 1933, 
by 1,892 units, an increase of nearly 


| 50 per cent, it is reported by J. 
Clarence Schaeffer, clerk of courts. 
Total sales of new cars for the 
vear was 5,439 as compared to 3,547 


for the preceding year. 


There was also a marked increase | 


in the sale of used cars, the number 
reported for this year ending June 
30, 1934, being 44,091 
to 31,568 for the preceding year. 
There were 602 registered trucks. 


| sonville, 


as compared | 





Dealer Ordered 





To Observe Code _ {| 


Athens, O., Aug. 24.—A perma- 
nent injunction, ordering J. C. 
Hallett, automobile dealer of Nel- 
to observe all sections 
and paragraphs of the automo- 
tive vehicle retailing trade code, 
was granted here by C. E. Peo- 


ples, common pleas judge of 
Meigs county sitting here by 
assignment. 


Hallett’s concern was accused 
of giving allowances for used 
cars in excess of those permitted 
in the code and of giving pur- 
chasers of new cars secret re- 
bates. 

Judge Peoples upheld the ar- 
gument of Oscar Brown, assist- 
ant attorney general, and issued 
the injunction to prevent Hallett 
from violation of any action of 
paragraph of the code. 


Chicago Makes Progress 


In Car Theft Campaign 


Chicago, Aug. 24. — A drive 
started more than a year ago 
against automobile thieves and 
strippers has resulted in Chicago 
relinquishing first place and 
dropping to 36th in its theft rate 
in proportion to population. 

Two years ago when this city 
headed this list among munici- 
palities of 100,000 and more, ac- 
cording to official figures, the 
rate was 985.7 theft per 100,000 
population. In 1933, the rate de- 
clined to 789.6 to each 100,000 
population, and during the sec- 
ond quarter of this year, the 
period covered by the figures, the 
thefts were at the rate of 365.2 
per 100,000. 


Denver Automobile Show 
Is Highly Successful 


Denver, Aug. 24.—The annual 
summer automobile show was 
staged by local dealers in the 
Civic Center during the past 
week and drew thousand of peo- 
ple. The show was managed by 


|a committee of Denver automo- 


bile dealers made up of: O. L. 
Davis jr., chairman; Ray Young, 
Otis L. Larson, Thomas Braden, 
Ray McKinney, Dudley Walker, 
Leonard James and Jack Beatty. 





cc 





Reo-Built Gold Crown 6 and 8 cyl. Engines... Big 
Four-Wheel Internal Expanding Hydraulic Brakes 
.. . Big, Thick, Wide-Flanged Frame ... Correct 
Tire Equipment... Reo Long Life and Economy. 





REO MOTOR GAR COMPANY 





142-2'2 TON CHASSIS 
CCU eae rec 
rere eae 


Reo Trucks range from % to 4-6 tons, prices 
from $530 chassis f. o. 6. Lansing, plus tax. 


LANSING 
MICHIGAN 


See ekacececacecaa alee 
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33 | | 293] 22 | 121{ 25) | so] 2 1| 1| i] 516 
Vermont 34] 6 3| 362; 14 96 5| 377/28; 1) 78| 2 | 26 r 3 a | | 1] 1003 
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Figures supplied by R. L. Polk & Co., except New Jersey, which are supplied by New Jersey Motor List Co., and Metropolitan New York, which are supplied by Sherlock and Arnold. 
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General Tire 
Takes Export 
Back to Akron 


Akron, O., Aug. 24.—Akron 
again is the center of General 
Tire’s export business, it was an- 
nounced today by J. A. Andreoli, 
vice-president and general man- 
ager of the General Tire and 
Rubber Export Co. 

During the recent labor walk- 
out at the company’s Akron 





plant, General transferred to its | 
its | 


Canadian plant in Toronto 
export business that had been 
previously handled out of Akron. 

As had been the case before the 


walk-out, the part of General’s 
export business that can be con- 
ducted more advantageously 


from Canada will still be handled | 


from Toronto, in addition to Ca- 
nadian domestic business. 

The rest of General's export 
business, however, has now been 
diverted back to Akron. 

General has been increasing 
production rapidly in its Mexico 
City plant. Ever since General 








took over manufacturing control 
of Compania Hulera el Popo 
| there has been a marked increase 
of imports of crude rubber into 
| Mexico. 


Chevrolet Truck Division 
Devises Operating Record 


Detroit, Aug. 24..-What every 
truck owner ought to know—-how 
much his fleet operations cost, 
which drivers are doing the best 
jobs, which type and make of 
equipment is the most econom- 
ical, which vehicles are costing 
so much that they should be re- 
placed—can be ascertained with 
a minimum of paper work by the 
use of a copyrighted “Owners’ 
Simplified Operating Record” 
made available to all operators 
by the Chevrolet Motor Co. 

Free record books are being 
distributed on request by Chev- 
rolet dealers everywhere, and by 
the commercial car department 
of the Chevrolet Co., Detroit. 

The new simplified operating 
record, according to W. E. Fish, 
manager of the Chevrolet com- 
mercial car department, is well 
designed to fit the needs of in- 
dividual operators of small fleets 
of trucks, 

The system provides the own- 
er with a small record book, one 
for each vehicle, containing a 
sheet for each day’s record (to 
be filled in by the driver) and a 
monthly summary sheet on which 


summary of operation and ex- 
pense reveals, for each truck, 
items such as the total mileage, 
hours, and loads (tons, trips, calls, 
or packages); total fuel and oil 
and mileage per gallon or quart; 
fuel and oil cost per mile. Op- 
erating expense and other costs 
(repairs, washing, depreciation, 
insurance, etc.) are kept separ- 
ate. 

The record not only informs 
the operator what his fleet op- 
eration is costing him, but en- 
ables him to judge the compara- 
tive merits of his drivers, assists 
him in making income tax re- 
turns and in complying with the 
Code, shows him the comparative 
operating costs of various types 
and makes of equipment, gives 
him a guide for the use of a 
bonus system, reveals which units 
should be replaced because of 
undue operating expenses, and if 
salesmen-drivers are used, en- 
ables him to tell which men are 
operating most profitably. 

“Chevrolet recently sent out, to 
a selected list of truck owners, a 
mailing piece containing an in- 
conspicuous coupon for use in re- 





TRUCK AND COMMERCIAL CAR 
DAILY OPERATING RECORD 
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The form on the left is the daily record of the operating cost of the 


truck, an individual record being 


kept for each unit. The form on 


the right is the monthly summary of the daily reports, where they 
even figure the operating cost per mile. 


the daily entries are totaled. 


Comparison of the summaries at | 


the end of the month will give 
a definite figure on the relative 
operating costs of each vehicle in 
use. 

The simplicity of the record 
system is illustrated by the meth- 
od of computing the total daily 
gasoline consumption. Each ve- 


hicle begins its day’s work with | 


a full tank. At the end of the 
day the driver refills the tank. 
At the end of the month, the 





questing this cost-keeping sys- 
tem.” said Fish. “We re- 
ceived more than 8,000 requests 
from all parts of the United 
States and from almost every line 
of business, generally from the 
smaller users and business 
houses. We are vitally interested 
in providing as many truck users 
as possible with a system that 
will enable them to determine 
their exact costs, because we be- 
lieve our own vehicles will com- 
pare most favorably with others.” 








AUTOMOTIVE DAILY NEWS, SATURDAY, AUGUST 25, 1934 





New Hudson Trunk Model 





This style of built-in trunk has been placed in production and can be obtained on Terraplane and 
Hudson coach and sedan body types. 


Kansas Dealers Making 


Profits On Used Cars 


Wichita, Aug. 24.—Basing his 
estimates on a recent question- 
naire sent to Kansas motor car 
dealers, Roy Ansel, Wichita, sec- 
retary of the state NRA advisory 
committee of motor vehicle re- 
tailers, says that dealers in this 
state stand to show a profit of 
approximately $2,000,000 on the 
sale of used cars ¢during 1934, 
while last year they lost several 
hundred thousand dollars. 


Returns from a ten-county dis- 
trict in southeast Kansas showed 
that there had been a general 
increase of profit for every deal- 
er, Ansel stated. This involves 
103 dealers. The profits showed 
up on used motor vehicles. 

Average Loss, $6.44 

During the first six months of 
1933, the survey revealed, the 103 
dealers showed an average gross 
loss of $6.44 on every used car 
sale. For the corresponding 
period this year, the dealers re- 
ported a gross profit of $14.06 
on each used automobile. This 
would make the total gross profit 
for this year $20.50, or an aggre- 
gate gain of $88,000. It is only 
reasonable, Ansel declared, to 
expect the last half of the year 
to be as good as the first, which 
would mean a total profit of 
about $160,000 for the district. 

All of this has been the direct 
result of the motor vehicle NRA 
code, which has brought about a 
uniform price to be paid for 
trade-in automobiles. Dealers’ 
reports on used car sales are sent 
to the national code authority 
and sorted there. The low 20 per 
cent of sales is deducted and dis- 
carded and the average price for 
which the allowance is arrived at 
is taken from the top 80 per cent. 
It is one of the principal pro- 
visions of fair competition in the 
code. 

Upon direct solicitation, the 
secretary said, it was found that 
over 95 per cent of the automo- 
bile dealers in Kansas favor the 
NRA code and all of its provi- 
sions. “Of course,” he added, “we 
have occasional violations, but 


lr'rucking Code Group Is 
Prosecuting Violators 
Washington, Aug. 24.—Concen- 
trating its efforts for the time 
being in the 20 states which have 
recovery acts dovetailing with 
the national recovery law, the 
National Code Authority of the 
trucking industry is prosecuting 
a vigorous campaign of enforce- 
ment against code violators. 
Particular interest on the part 
of the code group centers in ob- 
taining adherence on the part of 
operators to the registration and 
rate provisions of the agreement. 
Three convictions of New York 
violators already have been re- 
ported to national headquarters 
of the code group here. 


these are being worked on con- 
stantly.” 

Kansas is listed by the na- 
tional code authority as one of 
the best organized states in the 
nation, Ansel asserted. It was 
the second in the country to be 
legally constituted by NRA. The 
code was first put into action in 
the state during November, 1933. 

E. V. Yingling of Wichita, is 
general chairman and there are 
20 other members of the commit- 
tee, including 12 area chairmen, 
three individual and used car 
representatives and five members 
at large. The committees work in 
conjunction with the Kansas Mo- 
tor Car Dealers Assn., of which 
Yingling is president, and Ansel, 
secretary. 





Chrysler Shows 
More Deliveries 
Are Being Made 


reported a 
gain in retail deliveries of Chrys- 


Detroit, Aug. 24. 
Sales Corp. dealers 
ler and Plymouth cars for the 
week ending Aug. 18. 

Reports show that 660 Chrys- 
lers and 2,663 Plymouths, a total 
of 3,323 units, were delivered at 
retail in this week, which is above 
the record for the _ preceding 
week and also for the correspond- 
ing week of 1933. 

The figure is more than three 
times that of the corresponding 
week of 1932. These totals are 
in addition to the large number 
of Plymouths delivered by the 


Dodge and De Soto dealer or- 
ganizations. 
The total of Chrysler and 


Plymouth deliveries by Chrysler 
dealers for the 33 weeks of 1934, 
including the week of Aug. 18, 
was 98,741 units, an increase of 
34.2 per cent over the 73,576 units 
reported in the corresponding 33 
weeks of 1933 and of 102.6 per 
cent over the 48,745 units reported 
in the corresponding 33 weeks of 
two years ago. 

Deliveries are expected to pass 
the 100,000 mark for the year 
1934 by a considerable margin in 
the week ending Aug. 25. 


Name Sales Chief 


Ardmore, Pa., Aug. 24.—Arthur 
T. Stanton, for eight years head of 
Stanton Motors, Inc., of Columbus, 
O., one of the largest automobile 
distributorships in that state, has 
been appointed sales manager of the 
Studebaker division of the Autocar 
Co., according to announcement by 
H. M. Coale, vice-president in charge 
of sales. Mr. Stanton will contact 
the Autocar branches and dealers 
who are selling Studebaker light 
trucks in combination with the 


Autocar heavy-duty line. 


Automotive Daily News 


is proud to an- 


nounce 


for the 


FIRST QUARTER 
of its Second Year 
since moving to 
Detroit under the 


present owner- 


shipa... 


Gain in Net Advertis- 
ing Revenue of 


O% 


Over May, June, July, 1935 











Merger Rumors Spur Activity In Motor Stocks 


Average Pr Prices 
Of Stocks Rise 
On Wall Street 


By C. J. ALEXANDER 

New York, Aug. 24.—A revival 
of merger rumors spurred ac- 
tivity in automobile shares on 
the stock exchanges this week, 
these stories always acting as a 
stimulant when such things as 
favorable earnings fail. The pres- 
ent crop of rumors is getting 
more attention in the general 
press than usual and the feeling 
in financial quarters is that some 
of the reports at least have more 





basis in fact that any which 
have been’ heard in_ recent 
months. 

General Motors, Chrysler and 


Ford are about the only car and 
truck companies not being men- 
tioned as merger possibilities and 
while all the stories being heard 
in Wall Street can’t be true, de- 
velopments are being awaited 
with interest. Auburn appeared 
to be the center of the specula- 
tion as to mergers and the stock 
of this company advanced 2% 
points on Tuesday, the day on 
which the rumors first received 
general attention. 


Mergers Not All 

The merger talk was not the 
entire cause of the increased ac- 
tivity and strength in the motor 
shares during most of the week. 
This was clearly shown by the 
fact that the stock of companies 
not affected by the proposed 
mergers forged ahead at an im- 
pressive pace on the days on 
which buying came into the 
markets. 


The result was that the aver- 
age price of automotive shares 


during the week rose to the high- 
est point in more than a month. 
All groups participated, car and 
truck companies, parts and ac- 
cessory makers and the tire and 


rubber concerns regaining all 
their losses of recent weeks. 
The Automotive Daily News 


stock price averages in the week 
ended Aug. 22, showed the fol- 
lowing changes from the week 
preceding: 
Last wk. This wk. Change 
240 motors 20.27 21.67 4+ 1.40) 
10 car-truck companies 5 +- 1.46 
10 parts-accessories 16.64 
1 tire-rubbers 
General Motor had a two-point 
gain for the week, while Chrys- 
ler advanced more than that 
much. Gains of a point or more 





7.64 1.05 
21.67 + 1.40 


were registered Auburn, with 
three full points to its credit; 
Hudson, Nash, Bohn Aluminum 
& Brass, Borg-Wagner, Eaton 
Manufacturing, Electric Auto- 
Lite, Motor Products, Motor 


Wheel, Trico Products, Goodrich, 
Goodyear and United States Rub- 
ber. 


Others are Up 


Bonds of the Murray Corp. of 
America advanced this week on 
news that the stockholders had 
voted to waive their pre-emptive 
rights and permit the company 
to issue stock to first mortgage 
bondholders in a refunding or 
exchange plan now being worked 
out. The corporation has $1,750,- 
000 in first mortgage 6% per cent 
bonds maturing December 1, next, 
and it has about 190,000 shares 
of unissued stock. 

The grist of earnings reports of 
the automotive industry for the 
second quarter and the first six 
months has passed through the 
mill and now attention has 
turned to the prospects for the 
third quarter. There has been 
more talk in Wall Street as to 
the likely showing of the parts 
and accessory companies than 
in the results of the car and 
truck manufacturers. 

Perhaps this is due to the ex- 
cellent showing made by the 
parts and accessory group in the 
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second quarter and the first half 
year. Twenty out of 22 leading 
companies in this group earned 
more money in the first six 
months of 1934 than in the full 
year 1933. Profits for the cur- 
rent quarter are expected to 
prove satisfactory, although low- 
er than in the second three 
months and in many instances 
below the third quarter of 1933, 
when the Summer boom still was 
in flower. July and August nor- 
mally are the dullest months of 
the year for these companies. 


The New York Stock Exchange 
announced this week that among 
the additional companies report- 
ing holdings of their own listed 
shares were the following auto- 
motive concerns, with the shares 
held: Electric Auto-Lite Co., 170 
shares of preferred; Hudson Mo- 
tor Car Co., 51,850 common; Nash 
Motors, 83,800 shares common, 
and Yellow Truck & Coach, 6,020 
shares preferred. 


Changes Reported 


Changes in the amount of own 
shares held were reported as fol- 
lows: 


Briggs Manufacturing, com- 
mon, 43,000, as against 41,100 pre- 
viously reported; Eaton Manu- 
facturing, common, 39,990 against 
25,181; Electric Auto-Lite, com- 
mon, 46,825, as compared with 
51,025; General Motors, common, 
538,444, as against 538,459, and 
Lee Rubber & Tire, common, 45,- 
235 vs. 45,335. 


The courts have authorized the 
final disposition of the assets of 
the old Fisk Rubber Co., of which 
there remains about $778,200 for 
distribution among  noteholders 
and other creditors. This will 
wind up the receivership for the 
old company. 


Electric Auto-Lite Co. this 
week declared the regular quar- 
terly dividend of $1.75 a share on 
its preferred stock, payable Oct. 
1 to stockholders of record on 
Sept. 15. The stock of this com- 
pany appears to have _ been 
brought persistently recently on 
all reactions in the price. The 











merger with Moto-Meter has 
been put into effect. 

United Carr-Fastener Corp. de- 
clared a dividend of 15 cents a 
share on its common stock, pay- 
able Sept. 15 to stock of record 
Sept. 5. Similar dividends were 
paid in the two preceding quar- 
ters. 

National Automotive Fibres, 

c., declared a dividend of $1.75 
on the seven per cent preferred 
stock, covering the final quarter 
of 1931. A similar payment was 
made on Aug. 1, last, covering 
the third quarter of 1931. 

A list of cumulative preferred 
stocks on which there are arrear- 
ages in dividends, issued this 
week, included the following: 
General Tire & Rubber, $9 in 
arrears; B. F. Goodrich, $21; 
Goodyear Tire & Rubber, $4.50; 
Houdaille-Hershey, Class A, 
$4.37%, and Yellow Truck & 
Coach, $43.75. 


Make es Auto Loans 


Louisville, Ky., Aug. 24.— The 
Louisville unit of Morris Plan In- 
dustrial Banks, known as the Morris 


Plan Industrial Bank of Louisville, 
has announced a new financial serv- 
ice covering automobile loans pay- 
able in 12 to 18 months on new 
cars, and not exceeding 12 months 
on used cars, no co-makers being 
required, and permitting owner to 
buy his or her insurance from their 
own insurance agent. 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Aug. 24, 3:30 P.M.—Motor shares enjoyed an- 
other rally on the New York Stock Exchange today. 
With the leaders establishing gains over yesterday of a 
point or more, Auburn was a feature, rising to 
closing was strong on rising volume. 
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The 





Retail Financing Shows 
Heavy Gains This Year 

Washington, Aug. 24.—On a 
daily average basis the dollar 
volume of retail financing of new 
passenger automobiles shows an 
increase of 50 per cent for July 
as compared with July, 1933, and 
an increase of 169 per cent as 
compared with July, 1932, accord- 
ing to preliminary estimates just 
released by the U. S. Department 
of Commerce. As compared with 
June there was a decrease of 
about 3 per cent. 

The aggregate volume for the 
first seven months of this year 
was 72 per cent above the first 
seven months of 1933 and 81 per 
cent higher than the correspond- 
ing period of 1932. 


Raybestos Ieconne Up 


Bridgeport, Conn., Aug. 24. 
Raybestos-Manhatt: in, Inc., earned 
net income of $719,831.98 during the 


six months ended June 30, 1934, 
equivalent to $1.12 per share, com- 
paring with net income of $229,- 
396.59, or 36 cents per share, during 
the same period of the previous 
year, the corporation reports Total 
assets at the close of the quarter 


were equivalent to 11 times the ecur- 
rent liabilities, it is reported. The 
company has no banking or funded 
debt or other capital obligations. 
Directors have declared a dividend 
of 25 cents per share, payable Sept. 
14, to stockholders of record Aug. 31. 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, AUGUST 24, 1934. 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Low 
1934 


Last Sale 
Aug. 24 Aug. 17 


High 
1934 





Allis Mfg. 
American C, & F., 
La Fr. 
Woolen 
Auto (2) 
Bendix Aviation 
Bohn A. & B. 
Borg-Warner 
triges Mig 
Budd Mfg. Co 
Budd Wheel Co. 
Chrysler 
Collins & Aikman 


Commercial Credit 


Chalmers 


American 
American 


Auburn 


Inv. T 
Motors 
Curtiss-Wright 
Curtiss-Wright A 
Pont de 
Mfg. 
Auto- Lite 


Commercial 
Continental 


du Nemours 
Eaton 
Electric 
Electric Storage 
Evans Products 
Federal Motors 
Firestone T. & R. 
General Elec. Spec. 
General Motors 
Glidden 

Goodrich, B. 
Goodyear T. & R. 
Graham- Paige 
Houdaille-Hershey 
Houdaille-Hershey 
Hudson Motor 
Hupp Motor 
Inter. Harvester 
Johns- Manville 


Kelly-Spring. Tire 


sattery 


(60c) 


Last Sale 
Aug. 24 Aug. 17 





1414 
4374 
1914 
217% 
4434 


1154 
32% 


65% 


Lee Rubber & 
Libbey-Owens-Ford Glass 
Ludlum 
Midland 
Motor 
1614 58 Motor 
Murray 
Nash 
Packard 


Tire 9%4 
Steel 
Steel 

Products 

Wheel 

Corp. 


Pierce-Arrow 


Raybestos 
Motor 


Reo 


Republic 


Manhattan 


Steel Corp 


Sparks-Withington 
Stewart-Warner 
Studebaker 


Thermoid Co. 


Thompson 
Timken 
Union Car. 
u, &. 
ou; & 


Products 
Roller Bear. 
& Carb. 
Ale 


(1) 
Industrial hol 


Rubber 


West’house FE. 


Yellow 
Young 


nN - 


19 
x 


No — % Ho — - 
mo v 


wn 
oN SN 


- WN to 


Hall 


Asbestos 
Bastian Blessing 
Bendix 


Lamp 
Parker 


Truck 
Spring 


& Wire 


CHICAGO 
Mfg. 


Aviation 


Borg-Warner 

Houdaille-Hershey 
Houdaille-Hershey 
Modine 
Perfect 


Mfg. 
Circle 


DETROIT 
Co. 


Proof 


Rust 











Martin N wh 


President of 
Auto-Lite Co. 


Toledo, O., Aug. 24. At an 
election held here Tuesday, Royce 
G. Martin, president of the 
Moto-Meter Gauge and Equip- 
ment Co., was elected president 
of the Electric Auto-Lite Co. 
Martin succeeds C. O. Miniger, 
who was named chairman of the 
board. 

Miniger had been president of 
the Auto-Lite Co. since 1914. 
Plans for a merger of the two 
companies have been approved 
by the two firms, but each still 
retains its corporate identity. 

Directors of Auto-Lite declared 
the regular preferred dividend of 


$1.75, payable Oct. 1 to stock of 
record Sept. 15. 
The company reported net 


earnings of $827,448 for the six 
months ended June 30, equal to 
77 cents a share on the common 
stock. Earnings in a_ similar 
period last year were 19.1 cents 
per share. 


10,000 Trucks Roll 
On as Strike Ends 


In Minneapolis 





Minneapolis, Minn., Aug. 24. 
More than _ 10,000 Minneapolis 
trucks are rolling on the streets 
of Minneapolis again today fol- 


lowing the ending of the five 
week old truck strike. Martial 
law, in effect since July 26, was 


also lifted and normal operation 
of commercial vehicle was re- 
sumed. 

The 
strike 


agreement ending ibe 
applies to truck drivers, 
helpers and platform workers in 
all 166 firms and in addition to 
so-called inside workers in the 
22 market firms. An election on 
employe representation is to be 
held within a few weeks. 

The trucks, those carrying ne- 


cessities, have been operating 
under military permits issued by 
the provost marshal. 


The strike proper claimed two 
lives, fatally wounded when po- 
lice conveyed a truck. More than 
50 persons were wounded by po- 
lice gun fire. 

This strike is the second truck 
drivers strike this year, the first 
being in May. 


Sale of Fisk Assets 
Authorized by Court 


Boston, Mass., Aug. 24.—Federal 
Judge Hugh D. McLellan allowed 
a petition authorizing final dispo- 
sition of the assets of the old 
Fisk Rubber Co. The petition was 
filed by Attorney John T. Noonan, 
counsel for the Chase National 
Bank of New York, which orig- 


inally, as trustee, brought the 
petition for an equity receiver- 
ship. 


There remain to be distributed 
some $778,200 of assets among the 
bondholders, noteholders and 
other creditors. This will have 
the effect of practically winding 
up the Fisk Rubber eanenietiee 


Failures Miccailiia 


New York, 24.—A drop to 
the lowest over a month 
featured business failures in the 
United States for the week ended 
Aug. 9, Dun & Bradstreet, Inc., re- 
port. The total was 209, compared 
with 220 in the week preceding, and 
349 for the like period of 1933. 

Retail failures fell to 115, from 
128 a week earlier, and a decline of 
one default was registered for the 
manufacturing group. An increase 
of three insolvencies was recorded 
for wholesalers, while the other 
commercial classification showed no 
change. With the exception of 
wholesalers, failures in all trade 
groups were under those for the 
like week of 1933. 


Aug. 
levels in 
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